


BOOT anno SHOE 
RECORDER 


with which is combined 


THE SHOE RETAILER 


CHESTNUT AND 56TH STS., PHILADELPHIA, PA. 


VOLUME 100 NUMBER 7 Sales Office 
APRIL 18, 1936 239 WEST 39TH STREET NEW YORK, N. Y. 


i 














IN THIS ISSUE 









EVERIT B. TERHUNE, President 








| sisiienen see Voice of the Trade. | 
| Executive Vice-President 
ia What Hollywood Wore for Easter . 14 
ARTHUR D. ANDERSON 
H. WALTER SCOTT Merchants Report Peak Sales at Easter 16 
BERNARD C. BOWEN 
ee Seereree Don't Put Two Strikes on Yourself oe aah Ce 





HUGH M. BOWEN 
SAMUEL G. KRIVIT 






The Editor's Outlook... 








EDITORIAL STAFF The Eyes of the Country Are on Texas 





ARTHUR D. ANDERSON, Editor 
RAYMOND L. FITZGERALD, Managing Editor 
OWEN A. THOMAS, Associate Editor 
HARRY R. TERHUNE, Field Editor 

RUTH HARRINGTON, Fashion Editor 
JOHN J. REILLY, Art Editor 
HERBERT B. GOODRIDGE, Make-Up Editor 


Unusual Window Displays. 24 






Service Builds a Business. 22. «25 









A Threat to Economic Stability . 26 






Shoe News 45 






Copyright 1936 by Chilton Company (Incorporated) 






Owned and Published by 


© 


CHILTON COMPANY 












ADVERTISING STAFF 








(Incorporated) S. G. KRIVIT, E. B. TERHUNE, JR., L. F. DUTTON, E. P. LINGHAM, GOR- 
239 West 39th St., New York, N. Y. DON SCOTT, FREDERICK A. RUS- 
Executive Offices: Telephone: Pennsylvania 6-1100. SELL, 140 Federal St., Boston, Mass. 









Chestnut and 56th Streets, Philadelphia, Pa. Telephone: Liberty 4460. 





B. C. BOWEN, PHILLIPS S. ene. 














C. A. MUSSELMAN, President ROBERT A. GALLAGHER 09 
FRITZ J. FRANK, Executive Vice-President State St., Chicago, Ill. Telephone: a 
Wabash 8058. 
Vice-Presidents H. WALTER SCOTT, Chestnut & 56th 
FREDERIC C. STEVENS HUGH M. BOWEN, 1627 Locust St., St. Sts., Philadelphia, Pa. Telephone: 
JOSEPH 8. HILDRETII Louis, Mo. Telephone: Garfield 3347. Sherwood 1424. 







GEORGE H. GRIFFITHS 
EVERIT B. TERHUNE 
ERNEST C. HASTINGS Member, Audit Bureau of Circulations: Member, Associated Business Papers. 


WILLIAM A. BARBER, Treasurer Published every Saturday. Subscription Price: United States and Possessions, Merico, Cuba, $3.00. 
JOHN BLAIR MOFFETT, Secretary Canada, $2.60 extra; Foreign, $16.00 a year. Single copy 28 cents. 















BOOT AND SHOE RECORDER, April 18, 


A thoroughly equipped laboratory with 
a specialized staff, plus the intelligent 
thought, energy, and experience of the 
entire organization, results in producing 
superior Calf Leathers. Ohio’s colors 
are rich in tone and remain so through- 
out the life of the footwear. Its mellow 


glove-like feel and shape-holding char- 


METHOD 


acteristics are innate. And its quality 
forms a sound foundation upon which to 
build customer respect, confidence, and 
loyalty. Ohio's Calf comes in a variety 
of weights and finishes adaptable to all 
grades of men’s, women’s, and children’s 
footwear. Color swatches to aid you in 
detailing will be sent upon request. 
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A COMPLETE SERVICE IN FINE CALF LEATHERS THE OHIO LEATHER COMPANY GIRARD, OHIO 
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VOICE of the TRADE 


CHICAGO is first in the footwear 
parade of 1936, with a sixteen-page 
advertising section devoted exclu- 
sively to shoe advertisements and 
news of shoes, as published by the 
Chicago American on Wednesday, 
April 1, 1936. 


| 4 2, wi} . 
Soaring 


PN AMEN 

Lewis M. Abrahms of the adver- 
tising staff, Joyce Fenley, fashion 
editor, Patricia Dougherty, wom- 
en’s editor, and Photographer 
Charles Keller, acknowledge the 
cooperation of the local members 
of the styles committee of the 
N.S.R.A. 

* * * 
A. H. GEUTING believes that it 
is time for shoe men to be realistic 
and says: 

“No store would get all the 
trade in a town, even if it sold all 
its shoes below cost. So, it is ob- 
vious that it is time for shoe men 
to get together and show that they 
are bright enough to get a little 
money for the service rendered. 
If plasterers can get the highest 
paid wage by getting together, are 
we dumber? There is no less plas- 
tering done because of getting to- 
gether. 


“There is something wrong with 
this philosophy of fast merchan- 
dise. The people are not as fast 
as you -are and if anticipating a 
season continues it will be con- 
trary to the laws of life and public 
demand. The fast operator goes 
up like a rocket and comes down 
like a stick because he doesn’t 
realize that it takes time and pa- 
tience to create an acceptance by 
the public of the service you ren- 
der and to make a business that 
will continue through the years.” 


% *% *% 


eJOSEPH MICHAELS, buyer of 
Saks 34th Street, joins our “Well, 
Pll Be ——” Club. He received 
a letter from St. Petersburg, Flor- 
ida, saying: 


QUE-GiR 
a 


Ee © 


“I have had this credit voucher 
for a long time, as you will see, 
and I would like to have you send 
me two pair size ten bamboo 
shade, medium service weight la- 
dies hose. Please send them as 
soon as possible and oblige.” 

The credit voucher was dated 
August 21, 1914: “Pay to the 
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order of the Mail Order Depart- 
ment the sum of $2.00 and charge 
to the Department of Accounts.” 

Mr. Michaels remembers the 
original transaction, for it came 
on the impressionable first day of 
his new job with Saks 34th Street. 
Twenty-two years is a long time 
in the life of a credit voucher. 


A MAN goes into a shoe store. 
He gets a pair of shoes at $3.00 
and gives a $5.00 bill in payment. 
The shoe man, lacking change, goes 
to the store next door and gets five 
$1.00 bills. He gives two of these 
to his customer, who goes away 
with the shoes. Soon the store- 
keeper next door comes in and 
tells the shoe man that the $5.00 
bill is no good, and this being 
proven, the shoe man gives the 
storekeeper next door a good $5.00 
bill. Problem—How much did the 
shoe man lose? 


* * * 


6¢. JOE” KAPLAN of the Colonial 
Tanning Company, Boston — now 
on a tour of Europe, writes from 





Rome that “When they have a style 
it’s a style! For example, the style 
here is unquestionably patent 
leather—great, huge bags, shoes, 
belts and trimmings on their coats, 
hats and gloves.” 

He sends _ regards 
“Eternal City.” 


* * * 


THE Tanners’ Council of Amer- 
ica, in opposition to the proposed 
Corporate Tax Law, gives an ex- 
ample of the vicious effect of the 
proposed legislation in an indus- 
try where a great part of the cor- 
poration’s assets are always rep- 
resented by inventories. In the 
tanning industry, for example, in- 
ventories are normally about 50 
per cent of total assets. Under the 
proposed legislation, the Treasury 
Department requires that inven- 
tories be valued at cost or market, 
whichever is lower. Inventory 
profits are to be taxable. 

“A company is in business Jan- 
uary 1, 1936, with assets of $100,- 
000 of which $50,000 is in inven- 
tory. Its inventory consists of 10,- 
000 units (hides, for example) 
valued at $5.00 per unit or $50,- 
000. At the end of 1936 the market 
has advanced to $15.00. During 
the year it processes 20,000 units 
and sells an equal amount. Its 
purchases and sales, 20,000 units, 
were made at the average price for 
the year of $10. This, of course, 
ignores charges for betterments, 
overhead, sales, etc., in the sales 
price. The corporation’s inventory 
at the end of 1936, according to 


from the 


the accounting method required by 
the Tax Bureau, would be 10,000 
units valued at $10.00 (the lower 
of cost or market), or $100,000. 
Since the corporation’s actual pur- 
chases and sales during the year 
were made at the same price it 
could not have made any cash 
profits. Its inventory and income 
statement, however, would show a 
gain of $50,000. Furthermore, 
since this gain would be wholly 
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LOOKING AHEAD 
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—National City Bank of New York 
City recently made a tabulation 
of over 2000 industrial, public 
utility and financing company 
profits for the year 1935. 

—Results showed a gain of 42 per 
cent over profits of preceding 
year. 


—If improvement, such as the above 
would indicate, is possible under 
present unsettled world condi- 
tions, imagine the prosperity pic- 
ture under a more normal working 
of social and economic influences. 


—It would be folly to expect a full 
solution of our staggering prob- 
lems within the next few years. 


—But it's a safe bet that each year 
will see definite and inspiring 
progress towards a better-than- 
ever world to live in. 


Seca 6 Toke 


President 





in inventory, it could not be dis- 
tributed as dividends without re- 
ducing working capital. 

“Under the suggested law, if no 
dividends were paid, the tax would 


be 42% per cent of $50,000. The 


following year the price trend 
might be completely reversed, cre- 
ating a loss of $50,000, thereby 
wiping out the previous inventory 
profit. At the end of two years, 
therefore, this company, under the 
suggested law, would find that it 
had seriously impaired its working 
capital by reason of the taxes or 
dividends paid, or both. Under 
such circumstances a company 
could not maintain its business 
volume if it could remain in busi- 
ness at all. 

“It may be asserted that the 
above is a fanciful and exaggerated 
possibility. On the contrary, it is 
a conservative statement of the ac- 
tual position of at least one in- 
dustry, the tanning industry.” 


1936 


AT the recent meeting of the Shoe 
Merchants Council, when the sub- 
ject “What does the public expect 
in shoes?” was brought up for 
consideration, many instances were 
given of unreasonable credits de- 
manded by the public, but this 
one caps them all. 

The customer returns a pair of 
shoes that had evidently been re- 
bottomed a number of times and 
that had shown months and years 
of wear. The customer demanded 
credit and showed the original ad 
which said: “Lizard Will Wear 
a Lifetime.” The customer de- 
manded full credit because the 
shoes had not stood up under the 
strain of seven years wear. 

Believe it or not, the store gave 
the customer a new pair because 
of the department store rule—“The 
‘Customer Is Always Right.” 


* * * 


W..H. OGDEN, general manager 
of the Central Shoe Company, 
says: 

“The shoe business is better. 
With natural forces helping the 
trend toward recovery, retail shoe 
business should be good the bal- 
ance of 1936. Based on today’s 
market, raw material in the shoe 
industry costs anywhere from 
33 1/3 per cent to 45 per cent 
more than a year ago, yet retail 
prices have not advanced more 
than 15 per cent on the average. 

“Another encouraging factor— 
there seems to be a strong demand 
on the part of the consumer for 
better grade footwear. Central Shoe 


Company reports a gain in dollars 
and cents of a little over 10 per 
cent during the month of March, 
with a slight increase in number 
of pairs shipped, which shows a 
definite trend toward the purchase 
of better grade footwear. 

“The renewed interest in better 
grade shoes is important to the shoe 
business and to business in gen- 
eral, because it means that more 
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efficient labor can be employed at 
higher wages. These employees in 
turn will have more money to 
spend for the necessities of life— 
they will have greater purchasing 
power, which will help other lines 
of business to produce and sell 
better grade merchandise.” 


* * * 


*6WOUR slogan of ‘Fitting Feet 
to Keep Feet Fit,’ as used during 
Foot Health Week, has been the 
idea I have tried to use for many 
years, in an endeavor to make 
customers realize what a lot of 
comfort is possible to be had from 
a proper fitting shoe,” said John 
B. Ihle, whose Foot Comfort Clinic 
was recently opened in Portland, 
Oregon.’ 


* * * 


CHARLES G. PHILLIPS, who 
died March 30, was often given the 
soubriquet “Foxy Grandpa,” for he 
was filled with native shrewdness. 
Years and years ago he came into 
the editorial office and someone at 
the moment happened to be cussing 
a blue streak. When the individual 
departed, he said to the editorial 
secretary: “Have you a little card- 
board pin box around here?” She 
brought it to him. He cut a slot at 
the top, large enough for a coin to 
slip through and then, with adhe- 
sive paper, sealed the box. He wrote 
on the cover: “Cuss Box—®5c per”; 
and said to the young lady: “Any- 
time anybody says ‘damn’ in this 
office, you are to charge them five 
cents and I will see you sometime 
later about it.” 

Some months later he was back 
in the office again and asked the 
young lady for the cuss box. She 
handed it to him, whereupon he 
broke the seal and started dividing 
the money—five cents to her and 
five cents to him—until all the 
money had been shared. 

He said: “It’s a good thing to 
teach these young men a lesson and 
vroftable as well.” 


* * * 


EDWARD A. FILENE sponsors 
the “Consumer Distribution Cor- 
poration” and he puts a million 
dollars into it in the belief that 
the cooperative stores will click 
in America. 


1936 


The idea is to organize large 
consumer-owned department stores 
and to effect economies by cen- 
tralized operation and mass buy- 
ing. When twenty people get 
together in any community to dis- 
cuss the formation of a coopera- 
tive, this central committee esti- 
mates the sales volume the store 
can do the first year and figures 
on a minimum capital of one-third 
the annual sales volume. Capital 
is obtained by selling shares at 
$10.00 each. The return for that 
cash investment will not exceed 
6 per cent pear year. 

If no going store can be had, a 
building which can be adapted 
to store purposes will be selected. 
The main office of the Consumer 
Distribution Corporation will ad- 
vise and aid through a contractual 
relationship that gives to the main 
office responsibility for centralized 
mass buying. Emphasis is placed 
on initiating the cooperative plan 
with large store units because it 
is believed the real field for co- 
operative savings lies in the higher 
priced goods. The stores hope to 
carry everything from life insur- 
ance to gasoline. 

The hope is that the consumer 
will net 10 per cent profit on pur- 
chases. Time will test the plan to 
prove whether heterogenous Amer- 
ica will respond to cooperative 
enterprise as homogenous Britain 
and Sweden have done. 


MIOSES B. KAVEN has rounded 
out 50 years in machinery, more 
than half of the half century be- 
ing with the United Shoe Ma- 
chinery Corporation, of which he 
is vice-president, and he is also 
a trustee of the Worcester Poly- 
technic Institute, from which he 
was graduated and from which he 


has degrees. 
* * * 


BROGER SHERMAN, shoemaker, 
signed the Declaration of Indepen- 
dence. He helped to draw up the 
document. One biographer said 
that, “Roger Sherman had more 
common sense than any man I ever 
knew.” Jefferson spoke of Sher- 
man as, “A man who never said 
a foolish word in his life.” 

Sherman got his early training 
on the shoemaker’s bench. As a 
young man he made shoes to earn 
money for the support of his wid- 
owed mother and her family. He 
studied as he worked, from a book 
on his bench. He studied mathe- 
matics and law. He made astro- 
nomical calculations for an _ al- 
manac. He surveyed lands. He 
earned money through his figur- 
ing. He went into politics and was 
elected to Congress. 

He was born in Newton, Mass., 
April 19, 1721. In the latter years 
of his life, he served for nine 
years as mayor of New Haven, 
Conn. He was treasurer of Yale 
College. 


"Sale, nuthin’. He just stepped in to have his shoe laces tied." 
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THERE was news, important style news, in 
the Hollywood Easter parade. 

For the first time in the fashion history of 
this fashion-wise town, a number of style- 
minded women went churchward this bright 
Easter Sunday in smart dark clothes. Nor 
was this trend confined only to the movie 
colony, for many, many other women ap- 
peared likewise costumed. 

This is a real innovation for Southern 
California, real fashion news to the rest 
of the world. Several noted fashion 
authorities declared it to be more than a 
passing Easter fancy. In their opinions 
it is a real trend and there is a good 
possibility of its influence extending well 
into the first days of Summer. 

Three colors predominated in the local 
Easter parade, Navy, black and white, 
named in order of their importance. 
Fashion observers point out this is the 





Astrid Allyn, youthful player for 20th 
Century-Fox chooses brown accessories. 
The pumps are suede finely high-lighted by 
stitched brown calf vamps and quarters. 


result of the very decided tailored influence being 
exerted at the moment, a fashion which is gaining 
strength and which will be even more important next 
Fall than this Spring. 

Plenty of printed with dark backgrounds and a great 
many white costumes were worn, as might be expected 
in a section where the climatic conditions are so favor- 
able to dressing this way. 

Introduction of black as a mid-Spring color was a 
hit of the dramatics—an added note, which, in itself, 
is important enough to cause shoe buyers everywhere to 
revalue and watch their stocks of smart shoes. 

Alice Faye was all in black, from her gabardine 
shoes to her shiny black straw hat, save for the white 

[TURN TO PAGE 36, PLEASE] 


Coiortul Easter Parade 


Ever Witnessed There. 


: Loveliness . . Betty Furness, Metro- 
dw n-Mayer: Featured player, stops 
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YES, in spite of the weather, the shoe business was 
good in practically every part of the country. Key 
merchants wire in highlights of demand and the ex- 
tent of pre-Easter business and the complete picture 
of the Easter peak in business is encouraging. 

The return of the Easter Parade as a shoe-buying 
function is of national importance for it indicates a 
return to the normal. Back in the pre-depression days, 
Easter was less and less important as a buying peak 
because footwear and apparel were but incidents in 
the prosperity period. But Easter buying this year 
indicates the end of the depression and the beginning 
of better times. In all probability the public had no 
more money than it had on January first, but it had 
confidence and desires to give expression to that new 
hope, through new footwear and apparel. 

Unseasonable weather in many parts of the coun- 
try prevented the showful and colorful Easter Parade, 
but the public will blossom out in new apparel on the 
first clear day. One community, above all others, has 
put its best Easter foot foremost. So we give a com- 
plete coverage of the Los Angeles market with opinions 
by merchants as to trends revealed by current sales. 

If Easter selling is any criterion, then there is, in 
all probability, a shortage of shoes in smart new 
numbers at the moment. The Spring period is “off 
to a good start” and there remain twelve good selling 
weeks at regular prices until the clearance periods in 
July. If the merchants of the country make the most 
of their opportunities and the new spending spirit of 
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MERCHANTS Report 


Thousands attend Easter 
services in New York. 
Crowds leaving St. Pat- 
rick's Cathedral and 
other crowds throng 
Fifth Avenue despite 
cloudy skies last Sunday. 


the public, the shoe industry is destined to make a 
profit for the first six months’ operation in this new 
and better year 1936. 


FIFTH AVENUE’S Easter, viewed from a fashion 
angle, was a fashion triumph for tans, a sweeping 
success for black and navy blue, a surprise in the 
appearance of beige and tan combinations, a call to 
the light gray suedes, a vote of confidence in broad 
straps, a general endorsement of simpler shoes, and 
a great day for rubbers! 

The great day was dull, damp and cold. But the 
rain kept off just long enough to allow the milling 
thousands their moments on parade. From a high- 
fashion angle, the scene was disappointing. For on 
Park and upper Fifth Avenue it was often a case of 
“give us our minks and broadtails.” Those who didn’t 
have limousines (life is like that) were the hardv 





ones who wore their new Easter clothes. What the 
parade lacked in last year’s brilliance it made up 
in satisfactory volume. As we paced the cold pave- 
ments we thought: What people are wearing today 
they must want to wear very, very much! These Easter 
fashions worn on such a dismal morning are all the 
more sure of their success when Spring really arrives! 
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Peak Sales at EASTER 
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Quality footwear leads the parade in Easter selling. and 


new colors and lasts get a popular start. 


So the great excitement for tans show that this fash- 
ion has gone far . . . and will go farther. The typical 
Easter costume began with russet tan shoes and ended 
with a russet tan hat—with blue, beige, gray or a 
high color costume in-between. We were fully pre- 
pared for this. We were also prepared to see brown 
and tan combinations. But we were surprised to see 
the numbers of beige-and-tan combinations that made 
their appearance. 

Beige buck, with a bright cast, trimmed with tan 
calf, in spectator types with leather heels, were out 








in decided numbers . . . and very nice and Springlike 
(and inappropriate for this particular day) they 
looked! 

While on the subject of tans, please let us warn 
you not to let your customers buy matching russet 
tan stockings for their tan shoes, Stockings with the 
russet cast, but lighter, please. When they are the 
same tone they look (they did look on Easter) heavy 
and ordinary. 

But to proceed to the shoe parade. As far as num- 
bers went, black was first. And we believe not only be- 
cause the day was dark. Enough new black costumes 
were worn by the smartest people to point to Spring 
business in black. Of dark brown we say little be- 
cause there was little to say. There were plenty of 
them, but few were new brown shoes. After seeing 
the numbers of navy shoes, we felt no fear that navy 
would be in the shade. Mrs. Al Smith, in her navy 
fabric two-eyelet ties, was representative of thousands 
of others, all up and down the avenue. And fabric 
was important in navy and important in black, no 
doubt about that. 

This was no day for pale gray shoes, logically 
speaking. But gray shoes by the dozens were there, 
regardless. They ran true to a type, too—very simple 
shoes, almost all in a light color, and in suede with 
plenty of high heels among them and distinctly less 
sportsy in character than last year. These gray shoes 
were not worn by the smartest women. They appeared 
on the paraders whose clothes were attractive, but not 


particularly chic. Some were worn with gray cos- 





tumes, but more were tied up with contrasting cos- 
tumes and other gray accessories. 

Heels in general have gone up—and down. By 
that cryptic remark we mean that the middle height 
heel is the happiest medium—that flats were few and 
that extremely high heels were far between. 

Black patent was important. Last year, the black 
patent pump was the high-style rising star, if you 
remember. This year it was also significant. But the 
number of striking, simple “patterns” in patent shoes 
—ties, broad straps, tongue pumps on the new lasts— 
showed that patent has engaged the shoe designer’s 
interest. 

As we compare this year’s parade with last year’s 
picture, it is remarkable to see how much Mrs. Every- 
body’s shoes have become simplified. Last year it 
was the best-dressed woman only whose shoes had 
that look of dramatic simplicity. This year the ginger- 
bread has been lopped off—all the way down the line. 
Color and last interest, very definitely, outshines 
tricky trimmings. 

In these simpler patterns, the broad strap proved 
itself. But it has not ousted the oxford tie from its 
first place. Spring oxford lines were low, mostly in 
the two-eyelet tie category. A number of sandal pat- 
terns appeared and some of them were open toe— 
weather or no! Which brings us to the rubbers worn 








by the weather-wary. And very nice rubbers they 
were too—quite capable of being smart as well as 
sensible! 

Our Los Angeles correspondent forwards the fol- 
lowing summaries of Easter business by prominent 
merchants there: 


Paut Kirsu, J. W. Rospinson & Co., Los Angeles: 
The formal tailored influence meant the selling of 
many dressy ties and straps. Colors, in order of 
their importance, were navy blue, black, brown tones 
as carrot, white, white with navy blue, tan and gray. 
This was an Easter of marked contrasts with the de- 
mands varied as to color, types and materials. This 

[TURN TO PAGE 28, PLEASE] 
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Information Required for Operation on a 
Budget Basis 


Daily Report 
Date 





Cash on hand puaneees of day $ 
Plus sales of. pr 

Less Refunde on 

Receipts from other ome 


TOTAL RECEIPTS......-eseeeeeeeee 








sburse fo da: 


Petty Cash vaid out f 
Deposited in bank 


TOTAL DISBURSEMENTS........+.+.- 
Balance on hand for tomorrow.... 
Inventory 
Pairs on hand beginning of day 


Pairs received - refunds pr 
Pairs received - factory. pr 








Pairs sold pr 
Pairs returned to fact'y pr 





pr 





Pairs on hand end of day 


Receipts attached for 
petty cash paid out. 
Name Amount 














WAIT, Mr. Young Shoeman, before you open up 
that new shoe store! 

How many pairs of shoes will you sell per day? 
And how much rent can you pay on that many sales? 
You don’t know? Well, young man, keep your name 
off the dotted line till you read what George E. Muse- 
beck, president of the Musebeck Shoe Company, Dan- 
ville, Ill., has to say. 

You are enthused about your new venture, of 
course. Every new shoe dealer feels the same way, 
says Mr. Musebeck. ‘Consequently, too often, he signs 
a lease entirely out of line with his ability to produce 
sales—out of line with the possibilities of the location 
to produce sales, The minute his name is on the dotted 
line, STRIKE ONE! 

He opens up. Nice front. Nice fixtures. A bright 
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TRIKES 


How to make profits by operating 
on a budget basis 











Selling Price 
Cost of Shoes 


Gross Profit on Seles 


Insura 


Depreciation of — 


ret Here 
light and Heat: 
General Store Expense 
Adj. on.Dmg'd. shoes 
Burden Exp. Total 
SELLING EXPENSES 
Salesmen & Conn. 
Advertisin, 
Loss on Sa se 


Selling Exp. Total 
ADMINISTRATION 
orrt Sel 
Printing es 
Postage 

Phones & Telegrens 
Monthly Audit 


General Office Exp. 
Bad Debt Allowance 


Admin. Total 
TOTAL EXPENSES 
MET PROFIT 


5% Discount Earned 28 


PROFIT 


9.30 


PER WEEK PER MONTH PER YEAR 
360.00 1,500.00 18,000.00 
128:00 = __ 825.00 _9,900.00 


162.00 675.00 8,100.00 
2.16 9.00 108.00 
1.80 750 90.00 
1.44 6.00 72.00 

36.00 150.00 1,800.00 
e 200 36.00 

L 3-00 36.00 
ms 3:3 38:59 
4.32 18.00 216.00 
° bo 90.00 
52.92 220.50 2,646.00 
36.00 150.00 1,800.00 
18.00 75. 990.00 
55.80 B2.53 2,790.00 
12.24 51.00 612.00 
° 3.00 36.00 
36 1.50 18,00 
1.44 6.00 72.00 
1.08 4.50 54.00 
-T2 3.00 36.00 
—36.09 

17.28 72. , 864.00 








6.00 36.00 160.00 1,800.00 
1.65 9.90 1.25 
7.65 45.90 191.25 2,295.00 


EXPENSE BUDGETof a six-paire-a-day store 
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by MURRAY C. FRENCH 


looking man comes in. Customer? No, he’s from the 
newspaper. Young Mr. Shoeman should run an ad— 
he should run three or four ads—in fact he should 
sign a contract for so many ads a year. It’s cheaper, 
says he. 

Besides, everyone agrees advertising should be con- 
tinuous to be effective. You’re going to be a big shot, 
Mr. Shoeman, if you will just advertise enough. Yes, 
sign here. So he signs, still having no idea of how 
many shoes he can sell. STRIKE TWO! 

Time marches on. He sells some shoes. He re- 
orders fill-ins from the factory. And those invoices 
from the factory pile up on the spindle. Up and up. 
Rent, newspaper ads, running expenses. They have 














HEALTH SPOT SHOE SHOP STATEMENT OF INCOME AND PROFIT AND LOSS 






















Statement Ho 2 0 - 
(Ao0nese) (eave a 
Conv eeravo) 7 Pair average sales with 6 pair average expense 
ne COMPARISON 
is ACTUAL | BUDGET AMOUNT PER PAIR 
oa aay, © Amount | Per Pr.| Amt. |PerPr.| Loss | Gain | Lowe | Gain 
Pairs Sold - Net 175 | | | | ! 
SALES: | | i 
Gross Sales 1760, | | i 
Less; Returns ! | 
Net Sales 10,00/1750,- 10, 
COST OF SALES: 
Purchases 


Inventory in Beginning 
Inventory in the End 
Cost of Sales 
GROSS PROFIT from SALES 
STORE BURDEN = ~—— 















































Freight In 9. 5) 10.50 , 1,50 ‘ 
Repairs & Pads i J 6.75 . 1,24 01 
General Labor s 03} 7, a 1,00 ,01 
Rent 150, $85) 175.00 2. 25.04 215 
Taxes 3. 01) 3, : i 02 
Insurance 3,00 01) 3.50 . x 01 
Depreciation of Equip. 1 4 He d 1,24 01 
Repairs & Supplies 3. o1 p p 7 01 
Light & Heat 18, 10) 21,00 , ps 02 
General Store Expense t Fes £3 d ,® 1 
Adjustment of Dmgd.Shoes| _ 6, 29 7.00 A 1, 01 
Total Store Burden 220 1 ” ay % 2 
SELLING EXPENSE x 
Salessen & Commissions ~85) 175,00 1, 25.04 15 
Advertising 43) 87.50 . 12,54 .07 
Loss on Sales 8.7 a es oO 
Total Selling Expense 232, 271. 1 38.7 23 
ADMINISTRATION EXPENSE — 
Officers’ Salaries 51,00 +29) 59.50) so) 8.54 05 
Printing 3.00) Ol) 3,50) ,02 - -O1 
Postage 1,50) Ol) 1.75) 01 225 
Phones & Telegrams 6,00) -OF 7,00) ,o% 1,00 01 
Mon’ andit 4.50 02) 5,25, .03 75 01 
General Office Expense 3,00) -O% 3.50 02 a) 01 
Bad Debt Allowance 3,00 O01 ” 02 0 01 
| 
Total Administration | 72,00|_,38| 8h,00' ,ls ‘00 10 
Total Expenses | 333.00 _2,91 B12, 50) 3,50 87 59 
NET PROFIT ~ 50| 1.59 175,00| 2,00 s.. 59 
OTHER INCOME | 
“Piscounts Earned #4812 
NET INCOME for the period ‘ae 


























to be paid. So the manufacturer who sold him the 
opening stock—he has to wait. His bills become second 
consideration. 

Then as soon as this manufacturer’s credit man 
starts putting on the pressure for money, Mr. Shoe- 
man makes his third mistake. He begins buying some- 
where else—on credit. The minute he does that, the 
first manufacturer calls THREE STRIKES! He’s out! 

Why? Because he didn’t figure beforehand (1) 
how many pairs he could sell, and (2) how much 
expenses those pairs would justify. Then (3) keep 
expenses there till actual sales exceeded his sales 
budget. 

There we have the philosophy behind the Musebeck 
budget plan. It arose because certain dealers de- 
veloped a desire to operate separate Health Spot Shoe 
Departments or Health Spot Shoe Stores. “All right,” 
agreed Mr. Musebeck, “but first let’s lay out a definite 
plan of operation so you will open up on a profitable 
basis.” 

That resolution led to the setting up of a budget 
based on a six-pair-a-day volume, $18,000 a year. 
This is shown here in complete detail. Nor are these 
figures wild guesses. They represent the exact experi- 
ences of actual retailers in stores of this type. They 
include all the dozens of little expenses Mr. Young 
Shoeman would ordinarly forget to plan on. That is 


what makes them worthwhile. 
[TURN TO PAGE 34, PLEASE] 
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OPEN MINDEDNESS ON SHOES 


EMPROVING the standards of living and increasing 
the appreciation of good things is a step forward 
heartily to be desired. Some examples of it are evident 
in the telegrams reproduced in this issue from key re- 
tailers all over the country. 

What a glorious thing it is in America to have a 
public keenly appreciative of buying things for wear 
and use. It just staggers the imagination of foreigners 
to see the buying capacity of our public. Shopping 
districts have a hypnotic effect upon people—women 
in particular—who are made decidedly unhappy unless 
they have periodic buying sprees. The yen to buy 
is overwhelming. We sense it as an amazing coinci- 
dence to the return of confidence in America. For- 
tunately, shoes have become an emblem of Springtime 
shopping satisfactions and the. public has expressed 
its new optimisms with new shoes. 

The industry truly appreciates this new enthusiasm 
on the part of the public for shoes and more shoes. As 
a result, the very system of shoe merchandising is going 
through a period of stimulation. New types of shoes 
are coming into the retail field the country over—both 
an opportunity and a menace. The opportunity lies 
in the proper presentation and promotion of these 
shoes as new and novel extras—and the menace lies 
in the old stock on the shelves getting older day by day. 
It would be a dangerous thing to have a revolution 
in demand come over night, with a glut of old shoes 
on the shelves. Test the new while moving the old. 

The eye-appeal of this new walled last is an indica- 
tion of a novelty coming into the trade as a follow-up 
of the ski-boot last. Veteran shoemen can very well 
remember the Barry’s Pup of 1909, which was ridiculed 
as a hump, a rhinoceros toe, a fad and a fancy. Yet 
by January, 1911, it was in every store, everywhere. 
It was an easy fitter because the heel was elevated to 
make possible a break across the vamp on a short- 
fitted forepart. The importance at that time of good 
shoe making was very evident because so many or- 
ganizations made up the lace and button high shoe 
tops to the same measurements of a low heel and the 
result was the shoes didn’t fit. 

Times have moved along and yet, with the intro- 
duction of any new and radically different last comes 
the necessity for close cooperation between the pattern 
man, the manufacturer, the retailer and the final shoe 
fitter to develop the true fitting merits of the new wood. 


By ARTHUR BD. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


A vogue that took three years for high toes to come 
to their peak and as many years more for them to 
recede, is something in the historical past. Today a 
new last may sweep the nation in a season. It may be 
“in-and-out” before some stores have even had a 
pair on the shelves, or it may have fundamental char- 
acteristics to preserve it as a good seller for years. The 
development of the Haig Last was a post-war con- 
tinuance of the Officer’s Last and its life was a long 
and profitable one. 

There is something about the easy fitting, free-toe 
action of the Platoe lasts of today’s vintage that indi- 
cates possibilities. The test will come in the shoe 
stores and on the feet of the public. 

In both men’s and women’s shoes the trend toward 
light tan and colors, and leathers has been something 
to give a thrill to retailing. The cut-outs in the center 
of the vamp and over the throat and instep indicate 
still more audacity in shoe designing. 

So, all in all, in this open year of 1936, every shoe- 
man, everywhere, needs to be open-minded on new 
things and at the same time sales-minded on the old. 
The important thing to know is that the public has 
had a rebirth of shoe interest due largely to the in- 
troduction of these new things ranging all the way 
from flat heels for women to walled lasts for men. 

In a period of change comes the importance of 
good shoemaking. These new things cannot be pro- 
duced by non-experienced labor. The public will learn 
that these new things in lasts and patterns must have 
good shoemaking behind them to make them wearable 
and “eye”-able articles of foot covering. Good mate- 
rials and good shoemaking must be put into these new 
things. Cheapness and lack of skill by the shoe oper- 
ator reveal themselves quickly in these new shoes. 

The public is getting a new sense of values in foot- 
wear, make no mistake about it. The day for buying 
a shoe cheap and selling it for three and four times 
its cost price is finished. Just pretty words and 
romancing won't sell it to a gullible public—for the 
public itself is less gullible when it comes to shoe 
values because of the speed of all of the institutions 
of shoemaking, shoe distributing and shoe servicing. 
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HANAN Shoes for Gentlemen 


Three New and Distinguished Summer Styles Available from Stock 















































; Tae aes, | 
\ ieee a 4 
Style 2894 
. Genuine 
' White Buck 
Tech Last 
: j (to retail at $12.50) 
| | 
ecco eo0e 
Style 2811 
Genuine 
White Buck 
7 Tan Cretan Calf 
; Tip and Foxing 
Beaufort Last 
g (to retail at $13.50) 
eee ee@ 
bf 
i 
: Genuine 
i White Buck 
: Tech Last 
«| (to retail at $12.50) 
{ 








a a 


eee Quality— Like Character—Endures eee 


HANAN GSON : Factory and Stock Department * SANGAMON and HURON STS. - CHICAGO 
EXECUTIVE OFFICES: 1328 BROADWAY « NEW YORK CITY 
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In Blue-Bonnet Blue—Janice Jar- 
ratt a famous fashion model who 
hails from Texas, wearing the 
costume in Blue-Bonnet Blue, the 
official Centennial color in which 
she appeared at the recent Press 
showing given by the State of 
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t hearing that song—‘The Eyes of Texas 
Are Upon You”—many times in the next few weeks. 
You'll be seeing, very soon, a host of fashions with 
Texas themes. The whole country will become Texas- 
conscious between now and next December, because— 

This June the Lone Star State starts celebrating 
its Centennial—a great “Parade of an Empire” in 
honor of its hundred years of independence. At Dallas, 
the Centennial Exposition on a World Fair scale opens 
on June 6 and continues through November. Twelve 
million people are expected to visit the Southwest be- 
tween now and the first of the year. 

This gala celebration opens up all kinds of possi- 
bilities for a new fashion influence. Already designers 
and fashion editors are “taking the Texas trail.” Fash- 
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The 


EYES 
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ions with Texas themes are in the making and will be 
soon widely promoted. Watch and see! 

We know of a series of Texas colors that is being 
developed. We have seen a “cowboy” hat which will 
be nationally publicized. And in several shoe fac- 
tories, Texas-inspired shoes are already on the lasts. 
Just who and just what, can’t be released yet . . . 
but it will be as soon as it can be told! 

Two press showings within a week here in New York, 
set the stage for a Texas trend. The first was given by 
Neiman-Marcus, the outstanding store of the South- 
west. At the second, the State of Texas itself was host. 

“Blue-Bonnet Blue,” the official color of the Cen- 
tennial has been launched. This violet blue is blossom- 
ing out now in Fifth Avenue windows and in other 
key stores throughout the country. But this color is 
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in June and 


grail to launch a 


only one of many Texas ideas now taking hold on the 
imagination of designers. 

What are some of these sources of inspiration? 
Stanley Marcus of Neiman-Marcus pointed them out 
at his recent party, and here they are: 

First, all the colors of the country. In this season of 
color promotions, new colors can take a new cue from 
the great Southwest. The colors of nature—its char- 
acteristic flowers and plants. The colors of Texas in- 
dustries—oil and sulphur, cotton and roses, the citrus 
fruits and cattle ranching. ‘ 

Second, a whole host of design themes—the devices 
of the six flags under which Texas has served. Espe- 
cially the Lone Star, symbol of Texas during the years 
it was a sovereign empire. All the Indian and Mexican 
art that has permeated its life for four hundred years. 


IBUT most interesting of all, from the shoeman’s 
angle, is Texas ranching—its cattle raising and its 
cowboys. In cowboy clothes and cowboy boots, there 
is a wealth of new ideas . . . fringes, shapes of 
heels, nail studding, typical embroideries. 

We had a flurry, if you remember, of this cowboy 
idea when dude ranching first came into the news. 
Many of these designs were too extreme to take hold. 
But with more discretion used in designing, and a 
widely publicized event to back it up, there is a new 
opportunity here for the promotion of cowboy themes 
in sports shoe design. 

And isn’t it altogether logical and fitting that Texas, 
in this centennial year, should claim its place in the 
sun as a source of footwear fashion inspiration? For 
haven’t shoe men been looking to Texas for years as 
an early proving ground for shoe styles, especially in 
the Spring season? And haven’t Texas shoe men been 
justly famed for their style-mindedness, as well as for 











elebrating its Centennial 


king the Texas 


SOURCES OF INSPIRATION 
FOR 
TEXAS FASHION THEMES 


The colors of the Country—the colors of 


Texas industries. 


Design Ideas—the six flags, under which 
Texas has served, the Lone Star especially; 


Indian and Mexican motifs. 


For Shoes—ranching and leather par- 
ticularly— 


Cowboy clothes and cowboy boots. 





their fine stores and advanced ideas of footwear mer- 
chandising and promotion? 

While fashion promotions for the Centennial will 
be launched in the early Summer, the Centennial itself 
lasts through until December—and its climax, from 
the fashion angle, will come in the Fall—September 
and October. So, not only is this Texas idea some- 
thing for immediate consideration, but a thought for 
Fall lines, too. Put this bee in your bonnet (a Blue- 
Bonnet, of course) and see if there is anything in it 
for you! 










































Unusual Shoe Displays 
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Window display by J & J 

Slater, Fifth Avenue, featuring 

one of the new side wall last 
shoes. 


Extreme style innovations of the present season call for out- 


of-the ordinary presentation and promotion. 


HIERE are two shoe windows of exceptional interest, 
radically different in design and conception, but both 
worthy examples of what can be accomplished when 
real thought and earnest effort are applied to the prob- 
lem of creating a display that is both unusual and 
artistic. 

The Crusader window by J. & J. Slater, Fifth 
Avenue, featured a new style, developed over the side- 
wall type of last that has been one of the season’s out- 
standing developments in women’s shoes. The name 
of this shoe was happily chosen, not only because it 
aptly describes the type of shoe, which has a dis- 
tinctly medieval appearance, but also because it ties 
in with one of the season’s popular motion pictures, 
thereby opening up wide possibilities for effective pro- 
motion. 

Incidentally this business of giving shoes a name is 
one that deserves the thoughtful study of advertising 
and promotion men, as well as the designer of window 
displays. More and more stores are inclining toward 
the practice of bringing out a new style with a name 
of its own, particularly if it happens to be a distinc- 
tive pattern that can be carried out in a variety of 
materials “across the board.” There are several ad- 
vantages in naming a shoe in this manner. It helps 
to focus attention on the shoe and to individualize 
and dramatize it in the minds of customers. It gives 
the advertising man and the display man also a better 
opportunity to do a job. You can write about a shoe 
more pointedly if it has a name, and you can feature 
it to better advantage in a window display. Note for 








Modern art and high fashion. Saks & Company show an 
extreme style creation from Paris in a modernistic setting as 
background for evening footwear window. 


example the way “Crusader” is featured in the back- 
ground of this Slater window. And see what the dis- 
play card says of it: 

“Crusader in the Cause of Smartness. . . . A Slater 
Original. 

“Stalwart little Crusader. Marching on to new foot- 
wear victories. From the very shield on the instep to 
the famous Plateau last, this Slater ‘latest’ brings the 
Crusades to fashion! 12.75.” 

Saks-Fifth Avenue recently featured in their six 
[TURN TO PAGE 48, PLEASE] 
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*6WVHAT’S going on in this shoe store, Bill? Look’s 
like some kind of trouble. Let’s go in.” So saying, 
two cops entered the Loye shoe store in Hollywood, 
asking proprietor Arthur Loye if they could be of any 
help. “Sure, if you can fit shoes,” came the amazing 
answer. 

Exactly thirty-two children had crowded into the 
store this nice, warm Saturday afternoon, some in go- 
carts and nearly all escorted by an assortment of 
parents. No wonder the friendly cops thought some- 
thing had happened which needed their attention. 

As a matter of fact, something had happened, but 
it was the culmination of many years of working, 
planning and research. Back in Milwaukee, when 
Arthur G. Loye was managing the Hanan & Son store, 
he was working out in his own mind, plans for his 
ideal family shoe store. 

On coming to Hollywood, thirteen years ago, he 
was ready to start a “different” family shoe store, a 
store which is unique in many ways. Throngs did not 
swarm the store on its opening day, as they did when 
the remodeled store was opened a few weeks ago. It 
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Service 
Builds 


a Business 


How Arthur Loye of Hollywood Planned 
fer the Long Pull and Profited by Put- 


ting the Customer’s Interest First 


LOYE'S—LOS ANGELES 


was a long, hard pull, every inch of the way being 
hard fought. Public confidence was established by 
the only possible means in which such recognition is 
gained. 

When any store can call a person like the nurse 
for Bing Crosby’s children, saying, “It is two months 
since we had the children in here, so it is time for new 
shoes,” then to have the nurse appear with the children 
the very next morning, that is a perfect demonstration 
of confidence. 

When the store was originally started thirteen years 
ago a “no-sale” policy was originated. This was to be 
one shoe store in which every kind of a sale was 
taboo. And no sales have ever been held here. A 
slogan, “We fit feet by measure, not by size,” was 
adopted at the outset. When the present new store was 
built, this slogan was emblazoned on the front over 
the store’s name, so all could read. Only one grade of 
shoe was to be carried in each department. These 
were to be shoes which help feet get better and keep 
healthy, when properly fitted. 

[TURN TO PAGE 32, PLEASE] 
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To Economie Stability 


Proposed Corporate Tax Plan Will Seriously Affect Com- 


modity Processing Industries 


TANNERS COUNCIL OF 


Attacks the Measure 


EN considering the present draft of the proposed cor- 
porate tax law one fundamental question has been 
generally ignored. Any industry processing a com- 
modity subject to wide price fluctuations will tend to 
show, in addition to actual operating profits and losses, 
other “profits and losses” paralleling changes in the 
value of its inventories. Such profits are rarely real- 
ized in cash since they practically always remain tied 
up in inventory. To tax such income when it is im- 
possible to distribute it would obviously impair and 
even confiscate working capital. This situation arises 
out of four basic facts: 

1. In commodity processing industries such as tan- 
ning, wool, copper, refining, etc., a great part of a 
corporation’s assets are always represented by inven- 
tories. In the tanning industry, for example, inven- 
tories are normally about 50 per cent of total assets. 

2. The greatest part of the value of the finished 
product is usually represented by the cost of the raw 
material. In the tanning industry the raw material 
constitutes about 65 per cent of the value of the fin- 
ished product. 

3. Inventories cannot be liquidated since they are 
essential to a continuation of business. They are, there- 
fore, to all intents and purposes not liquid, but fixed 
assets. 

4. The Treasury Department requires that inven- 
tories be valued at cost or market, whichever is lower. 
In effect this means that on a rising market as the low 
priced material is sold out of inventory, it is replaced 
by higher priced goods. Assuming that inventories re- 
main physically constant, the profit made on the sale 
of low priced goods is completely absorbed in inven- 
tories. Such profits represent involuntary speculation; 
they can rarely be turned into cash; they are not 
actual operating profits. 


AMERICA 


with Facts and Conelusions 


Under the present tax law and the regulation for 
determining income, inventory profits are taxable. 
Losses, however, cannot be offset against gains. The 
proposed law would aggravate this situation to an 
extraordinary degree. In periods of rising prices in- 
ventory profits, that is, fictitious, non-realizable gains 
would be taxed much more than is the case today. 
Provisions in the proposed law for offsetting losses 
against gains are entirely inadequate to compensate 
for the sharply increased rate of taxes upon profits. 

The significance of these facts becomes apparent 
from a brief review of price changes in the raw mate- 
rial of an industry such as tanning. In the past ten 
years the raw material of this industry has shown 
the following extreme fluctuations: 


% CHANGES, DECEMBER TO DECEMBER 


Heavy Native Light Native Average of 

Steers Cows Chicago Calf 7 Kid Prices 

1925-1926 ....... —13 — 15 —16.2 — 0.2 
1926-1927 ....... +62.7 +68.1 +57.3 + 2 
1927-1928 ....... — 9.6 —14.1 — 15 + 68 
1928-1929 ....... —28.9 —30.3 —29.8 —14.2 
1929-1930 Le. 33.8 —39.7 —19.4 —17.3 
1930-1931 ....... —25.5 —13.4 —51.3 —37.1 
iS —31.6 —31.0 —17.8 —17.3 
W9GZ-1958 .....:. +83.3 +104.1 +138.3 +79.9 
1933-1934 ....... +12.1 —16.0 —25.2 —18.9 
1934-1935 ....... +33.3 +34.3 +57.9 +28.2 


Since substantial inventories are necessary in the 
tanning industry it is obvious that the profits or losses 
of any company will reflect the changes in the market 
price of its raw material to a remarkable extent. This, 
of course, is only too often the actual case in other 
commodity processing industries and the cause of con- 
siderable misunderstanding of the nature of profits and 
losses. The famous suit by a stockholder against the 
American Woolen Company is an excellent case in 
point. After several years of poor earnings this com- 

[TURN TO PAGE 38, PLEASE] 
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UNBEATABLE 
COMBINATION 


“Shoes need to be more than pictures 
of three dimensions” says the editor of 
the Boot and Shoe Recorder. “They need 
to be fitters—and wearers. The last point 
is of utmost importance because the 
American public, if it is to pay more for 
Spring and Summer shoes, is going to 
demand more.” 


KISTLER “BENCH BRAND” SOLE LEATHER 


with good shoemaking, forms an unbeat- 
able combination for wear. The long, 
strong fibres of heavy hides thickly im- 
bedded in the tanning element and 
naturally aged, assures wear from every 
iron of thickness. The spread-out pairage 
of these outsoles used for men’s shoes 
last year would cover quite an acreage. 
What proof of popularity! 
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Merehants Report Peak Sales 


[CONTINUED FROM PAGE 17] 


condition sold more shoes and our busi- 
ness was a third better than it was 
last year. A good percentage of the 
heels were from 14/8 to 18/8, then 
there was a very definite demand for 
low heels. Medium round and square 
high walled lasts were the favorites. 
On account of the sale of so many dark 
colors for Easter, we anticipate the 
greatest sale in history of white shoes 
during the next few months. 

There was a surprising demand for 
grays right up to Easter. The high 
style women bought dubonnet in all- 
over and with a white trim, using these 
shoes as a contrast with beige, navy, 
gray and white costumes. In addition 
to selling typical Easter shoes, our de- 
partments enjoyed an extra fine sport 
shoe business. 


J. H. Frercuson, THE May STORE, 
Los Angeles: Easter shoe selling 
moved over the widest range of styles, 
colors and materials that we have 
ever experienced. In our better grade 
shoes it was a case of carrot, blue, 
gray and white, while in the $3.95 
shop, nearly everything was white, 
save for some action in the colored 
patent sandals. More and more dark 
shoes were sold in the better grades. 
However, it should be stated that the 
real warm weather just before Easter 
practically cleaned out our huge stock 
of top grade white shoes. 

This store has experienced a tre- 
mendous increase in the shoe business 
this year, which is in line with all our 
accessory departments. The sale of 
dark shoes to go with light clothes 
is meaning many extra pair sales. 
Black, brown and blue patent leather 
is very high style in pumps and san- 
dals. Colored patent leather open-toe 
and heel sandals have shown good 
action. Red is best followed by white, 
yellow, blue and orchid. The high- 
walled last is very good, especially on 
the 16/8 heels. Round toes are still 
good. A wonderful acceptance for the 
three-inch heel in round toes, with 
the same customer also buying square 
toe flat heels. 


V. M. Curtiss, BroapwAy DEPART- 
MENT STORE, Los Angeles: Wide one- 
strap blue kid sandals were very good 
this week, with white kid next in sales 
importance. Good action was also had 
on white patent leather sandals, the 
vamps of which were massed stitched. 
Business for the past few weeks has 
been exceptionally good in all our 
shoe departments with the prize for 
gain going to the children’s section. 
So many colorful shoes have been 
sold it is rather hard to pick out the 
most active. Plain patent leather 
seamless pumps are showing, and will 
continue to show nice action. 





FRANK H. BuSH, WETHERBY-KAYSER, 
Los Angeles: Taking our organization 
as a whole, the pre-Easter business 
was eminently satisfactory. Each one 
of our stores had a fine increase over 
a@ year ago and the nice thing about 
this increase is that it is all on better- 
grade merchandise. Phoenix had a 
big run on white sandals and sport 
shoes and did a fine job on the white 
Prima Donna sandal. San Diego re- 
ports about the same story, except 
they sold more sports than dress types. 
Both these towns reflect the resort in- 
fluence. Pasadena sold plenty of spec- 
tator sports shoes, but the predomi- 
nance of their sales was on dark 
colors as blue, black and the brown 
family. The Wilshire Shop (Ambassa- 
dor Hotel) felt a decided call for black 
patent leather. 

The metropolitan downtown stores 
had a good run on all colors in all 
leathers, with blue, white, rust shades 
and gray predominating. The last few 
days before Easter showed a big swing 
for the dressy types and whites. We 
look for a tremendous call for whites 
from now on. Patent leather sandals, 


black, especially, which has a touch. 


of color, will self through the summer. 


CHARLES D. CLINE, Los Angeles: 
Blue kid, gray suede, British tan calf 
and black patent leather were the high- 
lights of fashion selling. All patterns 
moved equally well. Easter week busi- 
ness was especially good, with the 
Hollywood store showing an _ excep- 
tional increase. 


Au L. Guprg, Los Angeles: Gabar- 
dines were definitely first in volume 
selling with blue gabardine in all pat- 
terns way in the lead. Following 
gabardine came Russia calf in the 
rust shades, and then patent leather. 
Medium round toes and 18/8 heels ac- 
counted for the majority of the sales. 
Square toes were entirely confined to 
patent leather and Russia. Our sales 
were way, way ahead of last year. 
We look for a big white season in 
spite of the trend for dark accessories. 


J. J. CHEEVERS, HANAN & Sons, Los 
Angeles: Blue kid and blue gabardine 
were our best sellers right up to 
Easter Saturday and we expect to 
sell auite a few more during the next 





few weeks. White started to pick up 
the latter part of Easter week and 
we feel this will be the start of an 
excellent white season. Little white 
kid oxfords with 16/8 heels and medi- 
um toes will be our one best seller. 
One eyelet ties are still holding their 
lead except in gabardines where the 
straps are preferred. Our gains are 
ahead of last year by a big majority. 


I. MILLER Co., Los Angeles: Dark 
shoes, all heels, all toes, all colors, 
but dark shades as blue, black, brown 
and with some Bombay, some British 
tan and some gray were the pre-Easter 
story here. This means a fine Sum- 
mer business, because we will get two 
bites out of the cherry, one for Spring 
shoes and one for Summer shoes. 


MAURICE MANDEL, Los’ Angeles: 
With us it has been mostly dark shoes 
with London Tan, black patent leather, 
blue and white selling in that order. 
Plenty of smart sandals, mostly in 
colored patent leather created a lot of 
extra business. Pre-Easter selling in- 
dicates a good white season, particu- 
larly on fabrics. Grays are definitely 
out. Business is close to 40 per cent 
ahead with indications of its holding 
that way through the Spring business. 


C. H. BAKER, Los Angeles: Blue and 
gray have not stopped selling with the 
advent of a tremendous business in 
whites. We expect, however, that blue 
and gray will slow up some now that 
Easter is over. Business is marvelous, 
just as we expected. With perfect 
ideal weather, business responded true 
to form. No one thing is lying dead. 
All whites are selling good as are also 
the white combinations. Real hot num- 
bers in black are moving very well. 
Snappy patterns in black may last an- 
other six weeks, but they will be 
very limited in the total volume of 
sales. Easter week selling was a case 
of 75 per cent white with 90 per cent 
of the 75 per cent all white. All ma- 
terials in whites are selling freely. 
Many people who bought 14/8 heels 
last year are now buying 16/8 and 
higher. In addition to the dress types, 
we are selling a terrific number of 
crepe soles in white, blue, brown and 
gray, for active sports. 


PAUL JESBERG, WALK-OVER SHOE 
Store, Los Angeles: Preparatory buy- 
ing, not needful buying, featured our 
pre-Easter business. This preparatory 
buying means that women bought sev- 
eral pairs of shoes for a planned 
wardrobe, and it also means a most 
satisfactory amount of extra business. 
Another angle is this buying extended 
over a wide range of materials, colors 
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A STAR BRAND SHOE 


There is stability in Uptown shoes. 
They express the style refinements that 
are found only in high grade footwear 
and men respect their inherent quality. 
Wearing them becomes a habit. Sell- 





ing them, a pleasure and a profit. 


ROBERTS, JOHNSONS RAND 


Branch of international Snoe Co 


ST. LOUIS, Mo. 
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and patterns. For the first time in 
years stocks on hand and sales are 
practically identical. No slump and 
no runaway buying in any one de- 
partment. We have never had a sales 
picture like the current one. It is 
all very pleasing, especially the healthy 
increase, 


W. A. INNES, Los Angeles: White 
kids, white buck and British tan moved 
over a wide range of patterns. Crepe 
soles in women’s sport shoes in white, 
blue and gray reverse calf, also helped 
to account for the very satisfactory 
Easter business. 


The following reports on Easter 
business were received by wire from 
retailers in various sections: 


EDWIN HAHN, Wm. Hahn Company, 

Washington, D. C. 

“The feature of this year’s Easter 
business has been the diversification of 
color. 

“Blue, London tan and black run- 
ning neck and neck with grey. 

“Volume satisfactory, with strong 
demand for better merchandise.” 


WM. PIDGEON, Rochester, N. Y. 

“Best two Easter weeks in seven 
years in money volume. 

“Better merchandise called for, price 
resistance less. 

“Women demanding first, blue; sec- 
ond, black and tan; third, grey. 

“British tan kid best. Suede and 
reverse calf strong. Lower heels good. 

“Gabardine and fabric in trim shoes 
good in dressy styles. 

“Good fitting lasts of last season first 
call—new square and walled types 
second. 

“Men’s business better. Black and 
tans good. Not much change in lasts. 
Medium round toe best. Extreme 
square and narrow toe slow.” 


O. C. MARTIN, W. G. Simmons Corp., 

Hartford, Conn. 

“Notwithstanding bad weather con- 
ditions, Easter business has been satis- 
factory. 

“London tan, navy blue and brown 
kid have led the demand. 

“Brown and blue gabardine cloth 
with contrasting trimming showing 
much activity. 

“Wide strap pumps and cut-out ox- 
fords predominate in style shoes. 

“Ginger brown, blue and grey bucko 
in sport types have been a big factor. 

“The square toe pumps and oxfords 
had a fair demand.” 


GEORGE E. PEIRCE, Thos. F. Peirce 
& Sons, Providence, R. I. 
“Easter business substantial increase 
over last year. 
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“Colors — blue, brown, black — light 
tan calf good. 

“Square toes on low heels; medium 
toes on fourteen to sixteen eight heels. 

“Volume prices six and half to eight 
seventy-five. 

“Men’s business good. Some increase 
in demand for browns. 

“Sport shoes of all types have been 
moving freely. 

“Very satisfactory business, partly 
due, no doubt, to date Easter came on 
this year.” 


0. W. SWANSON, Napier’s Bootery, 

Omaha, Neb. 

“Volume up better than 50 per cent. 
Amazing reaction toward quality shoes, 
$10.50 upward. 

“According to calls for grey, looks 
like Omaha was caught short, includ- 
ing us, but grey calls now diminishing. 
Blues better than anticipated. 

“Buck type leathers exceptionally 
good. Fabrics and patents big sellers 
here in all heel heights. 

“Sandals predominating. Square toe 
lasts acceptance very good, even in top 
grades. Warm weather here with 
whites selling much too early.” 


HARRY E. FONTIUS, Fontius Shoe 

Co., Denver, Colo. 

“Business two weeks prior to Easter 
has been the best we have experienced 
in the past several years. 

“Predominating leathers have been 
grey and blue gabardines, British tan 
calf, a few white kids and bucks. 

“Square toes have been good; wide 
round toes have a general acceptance. 

“Better grade shoes selling more 
freely than ever before.” 


E. C. ORR, Potter Shoe Co., Cincin- 
nati, Ohio. 

“Have had very good business in 
spite of rainy, cold weather. Conse- 
quently are cleaning up on our dark 
shoes nicely. First tendency notice- 
able is definite grading up averaging 
dollar per pair over last year. 

“Lasts are round, modified, square 
and walled. 

“In order of importance materials— 
80 per cent fabrics, 20 per cent calf, 
except arch types, where kid predom- 
inates. 

“Colors are black, blue, carrot, tan, 
grey. 

“Tendency in heels is lower. 

“Broad strap predominating. Pat- 
tern with pumps showing a comeback.” 


HAROLD VOLK, Volk Brothers Co., 

Dallas, Texas. 

“Business last two weeks consider- 
ably affected by exceptional drought 
conditions. 

“Show gain that period approxi- 
mately 20 per cent over last year. Best 
gains all season on higher grade mer- 
chandise. 

“Whites selling best in kids, patents, 
linens. Colors—brown and blue best 
in patents and gabardines; patents 
good also in black and gem tones. 

“Bucks and suedes selling well in 
whites and colors for sports. Sandals 
and ties best sellers. Shorter types of 
lasts on medium and high heels most 
wanted. 


ALBERT WACHENHEIM, JR., In- 
perial Shoe Co., New Orleans, La. 
“Despite bad weather early part of 

week, Easter business largest in about 

five years. 

“Selling largely all-white followed 
by brown and white, blue and white, 
black and white in better grade shoes. 

“Suedes and buckskins in cheaper 
grades five dollars and under. 

“Kidskins, dressier types of sandals 
and step-ins biggest sellers. 

“Some interest in white patent, par- 
ticularly in the sandal types, as Easter 
is big dress-up period. 

“Heels eighteen eights and up best 
sellers.” 


R. B. NAY, Nay Shoe Co., Wheeling, 

W. Va. 

“Easter business showed a demand 
for slightly higher priced footwear as 
compared to same period last year. 

“Buying was more enthusiastic with 
money somewhat easier. General trend 
upward. Volume ahead of a year ago. 

“Demand for lasts practically same 
as 1935 medium toes with tendency to 
rounder toes. Especially so in sport 
patterns. 

“Unusually brisk demand for bucks 
in colors. Fair call for square toes 
and heels in sport shoes. 

“If business keeps up to present 
status, 1936 should round out profit- 
ably to the alert retailer.” 


Cc. A. VERNER, Pittsburgh, Pa. 

“Color predominates in women’s 
shoes. Huge demand for British tan, 
carrot, sandstone, beige; grey more 
popular than anticipated. 

“Multi-colored sandals and_ shoes 
with sharp color contrasts favored. 
Suede and gabardine big. Patent good. 
Square toes and rounded vamps pre- 
ferred, medium low heels mostly in 
sports. Broadstraps outnumber ox- 
fords. 

“Less price resistance men’s shoes. 
Big demand in lighter tan leathers and 
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We Continue to Say... 


VIOLET RAY SHOES 


For Hot Summer Days! 


Smart looking, cool footwear for those hot days just ahead. 
These four new shoes in our popular Violet Ray Construc- 
tion will bring foot comfort to thou- 
sands of men and women — and, 
profit to hundreds of retailers featur- 














key Licensed und 
SS C.H.Daniels 
U.S. Letters Patent 
No.1,772,340 
Aug.5,1930 
No.1,806,673 
May 21,1931 








FOR MEN 


£635 —“BROWN BILT VIOLET RAY” 


Men’s Black Side Lace Oxford, Plain Toe Ventilated, Rubber 
Heel, Welt, Wales Last. C, 6-11; D, 5-ll.................. $2.50 


E634—Same in White Elk. Same sizes and price. 
E636—Same in Tan Side. Same sizes and price. 


FOR WOMEN 


G60 —“BROWN BILT VIOLET RAY” 

Women’s Professional Shoe, White Elk, Plain Toe, Whole Quar- 
ter Blucher Oxford, Brownkrom Sole, 12/8-inch Rubber Top 
Heel, Welt, Hosmer Last. AAA, 5-9? AA, 4-9; A, 31/2-9; B, 3-9; 
C, 21/2-9 $2.25 






















— > The “ventilation” idea in summer footwear has become 
eae ri more popular every season and the smartness of our 
: Violet Ray patterns is certain to hold the favor of every 
one who has previously worn them and also win many 
new friends. In these shoes the feet are repeatedly bathed 
in fresh cool air and with every step the hot, moisture 
laden air is forced out. This air cooling keeps the feet 
comfortable and minimizes fatigue. 
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G60 is an ideal shoe for 
professional women—nurses, beauti- 
cians, saleswomen, waitresses — and many house- 
wives have found them exceedingly practical for 
summer house wear. Nearly every pair sold is an 
“extra” pair sale. 


VIOLET RAY SHOE 


LICENSED UNDER 
C.H.DANIELS U.S. LETTERS PATENT 
NO. 1,772,340 AUGUST 5,1930 
NO, 82,079 SEPT. 23,1930 
NO. 1,806,673 MAY 26,1931 


LET SUNSHINE IN 


The universal appeal of Violet Ray footwear makes them the most popular summer shoes in every 
section of the country. Every retailer in America can sell Violet Ray shoes this season. 


Wwowss Vaoe Goungasg, 


MANUFACTURERS, ST. LOUIS, MO. 
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FOR FALL 


W. B. Heald Leather Co. 





The New Water- 


CALF LEATHER 
Several Colors and Black 


Merchant Loveys Leather Co. - 





“IMPERVO” 
CALF 


tight 


HITEMAN LEATHER Co. 
West Winfield, N. Y. 


Boston 
Chicago 














Serviee Builds a Business 


[CONTINUED FROM PAGE 25] 


Loye’s business is built on customers 
and not on pairs or prices. The no-sale 
policy means that a regular legitimate 
profit is made on every pair sold. No 
price competition is recognized. There 
are several popular-priced chain shoe 
stores in the very same block as Loye’s, 
but their price selling does not bother 
him one bit. These other stores respect 
the way he operates and he believes 
they have a right to do as they see fit, 
consequently many of the flowers re- 
ceived on the occasion of the recent 
new opening came from neighborhood 
shoe men. 

Having just one grade has worked 
out very well here. When a man, 
woman or child comes in for shoes, 
the first step is to diagnose the foot, 
then decide on the shoe required. 
Should it be a woman’s $11.85 shoe 
which is needed and if the prospective 
customer came prepared to pay only 
six or eight dollars, the usual pro- 
cedure is to say, “Sorry you cannot 
afford these shoes right now, but we 
know you will need them. Now you 
should come in every few weeks any- 
way to have possible adjustments 
made, so why not take the shoes now, 
then pay us as you come in.” This 
method has never cost the store a dime 
in losses in thirteen years. No credit 





business is advertised or sought after. 

Through not selling price and by 
selling fittings, it is possible to do a 
real shoe job, Loye finds. In fact he 
does not think quality shoes can be 
sold on a scientific basis by any other 
means. Many merchants who think 
children’s shoes can only be sold on a 
price competitive program should visit 
this store for a while in order to ob- 
serve the volume which can be had in 
a place which only carries a one-price 
line. The entire business of this store 
is predicated on the children’s depart- 
ment. The instance related at the open- 
ing of this story is true in every de- 
tail. The public will pay good money 
for good shoes properly fitted. 

In speaking on this subject, Mr. 
Loye said: “Kiddies today are raised 
according to the orders of clinical doc- 
tors. Even the poorest day laborer 
can have his children’s feet, posture 
and general health carefully checked 
by competent medical men. People in 
moderate means and the well-to-do are 
watching their children’s health very 
closely. They all know the importance 
of the correct shoes. 

“Here, in Hollywood, we have the 
Assistance League, which is main- 
tained by the movie folks of means. 
They tell mothers who may be in 


straightened circumstances, “We will 
pay half for a pair of good shoes for 
your child.” A note is given to Loye’s, 
and you may be assured the child re- 
ceives the very best possible attention. 
All of which means more walking, talk- 
ing advertisements for the store. Even 
the Los Angeles Orphans’ Home send 
their charges in to Loye’s to be proper- 
ly fitted, as it is no longer the policy 
there to buy a lot of different sized 
shoes, hoping they would fit some kid. 

In this store there has always been 
a disposition to keep away from all 
high-sounding words and terms which 
might tend to confuse the trade or 
which might convey the impression 
that here was a cure-all sort of place. 
The word “Therapy” is used in its 
broadest meaning, so here “Shoe 
Therapy” means doing all within its 
resources towards relieving foot pains. 
While Mr. Loye has the right to tack 
“D.S.C.” on his name, he does not do 
so as he has not practiced chiropody 
for several years. There is a foot doc- 
tor in the store in the person of R. J. 
Riddell (D.S.C.), who happens to be 
a son-in-law, but even at that the 
“doctor business” is soft pedaled. 

Just how well this entire policy is 
being received can be, possibly, recited 
by stating that so far this year, an 
average of five new customers has 
been added daily to the store’s list of 
customers, all of whom have been sent 
in by other customers. 
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It’s a new and superior type of shoe with many advantages which were 
not possible in the older methods of construction. Soles and uppers are 
welded together without stitches. Result: There is no channel to work 
loose at the sole edge — no flap to grow frayed and “peely.” Not only 
that, but this new COMPO achievement provides better-looking and more 
comfortable shoes, far more flexible and with a fine tailoring in the shank. 


Of course it’s all very new, at least in men’s shoes. But the prin- 
ciple is not new and has been proved in the production of over 


a hundred million pairs of women’s shoes. New equipment is 











being installed as rapidly as possible in leading factories where 


the manufacture of COMPO Welded Welts increases every day. 


A list of leading welt manufacturers producing Compo Welded Welts for Men and Women will 
be sent upon your request. Compo Shoe Machinery Corp., 150 Causeway Street, Boston, Mass. 


Gmp() 


WELDED WELTS 
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Don’t Put Two Strikes on Yourself 
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INVOICES ATTACHED 


But why six pairs a day? “Because,” 
says Mr. Musebeck, “we found that 
six pairs a day is not too large a task 
to set up for what we call a one-man 
shoe store. One in which the retailer 
has someone in the family to look after 
the store during the lunch period. We 
thought, too, it would not do to place 
the minimum too high, and we wanted 
to be sure every item in our budget 
could be within reach if the store were 
operated on a conservative basis. 

“We felt that the amount of money 
paid for rent is the first controlling 
factor, because once a lease is signed 
there is no way to change this figure. 
It is the first ball pitched. We figured 
$1.00 a pair as the extreme outside 
limit that could be charged into a pair 
of shoes selling for $10. That is 10 
per cent. Of course, as the sales go 
up the percentage for rent goes down. 
But since a lease must be signed we 
felt that a figure higher than 10 per 
cent would be quite prohibitive. 

“Then again, the proprietor, being 
usually a family man, has a definite 
requirement in the amount of money 
he must earn. Again we made a con- 
siderable allowance—$1.00 a pair, or 
10 per cent of the selling price. 

“Please understand that the six- 
pair-a-day budget shown here is a 
setup whereby the proprietor is his 
own salesman. He receives both the 
sales commissions and the officer sal- 
ary—$1.00 per pair for sales commis- 
sion and 34 cents for officer salary, or 
a total of $36.00 plus $12.24 per week, 
which amounts to $48.24 a week. This 
gives him some leeway to pay occa- 
sional help when and if necessary.” 

The total expenses in the budget add 
up to 35 per cent of the sales. (Notice 
that in Column 1 if you move the 
decimal point one place to the right 
you have the percentage cost of each 
item.) Of course, 35 per cent is pretty 
high, but that is because every item 








is figured at its highest possible fig- 
ure—except sales, which are at the 
minimum. 

Still there is an estimated profit of 
$1.00 a pair in addition to the discount. 
This is primarily due to the good 
healthy markup the shoes carry, 45 
per cent. Cost, $5.50; selling price, 
$10.00. 

Shoes of this kind are not “hand- 
outs.” They require careful, unhur- 
ried fitting. Each foot is handled in 
a semi-professional manner. That is 
“service,” and it requires a markup 
to cover such service. 

Markdowns on shoes of this kind 
are negligible. However, the budget 
allows $21.00 a month to cover re- 
pairs, adjustments and losses on sales. 
With all its expenses this budget plans 
a profit for the month of $191.25 in 
addition to the salaries. 

But, Mr. Musebeck reminds us, six 
pairs a day is not the final goal. It 
is the minimum, the basis upon which 
to set definite limits for the expenses. 

What next? The Comparison Chart 
(Statement No. 2) shows that if the 
merchant can sell seven pairs a day 
on the six pairs expense basis, then 
the entire gross margin (plus dis- 
count) on that extra 25 pairs a month 
becomes net profit. Just one more pair 
a day makes the month’s profit $310.62 
instead of $191.25. “This is not at all 
impossible in a one-man store,” says 
Mr. Musebeck. “In fact, we have some 
that sell as high as an average of 12 
pairs of $10 shoes per day per sales- 
man.” 

He goes further and tells exactly 
how to get those extra pairs per day. 
There are many ways to advertise. 
But in the “orthopedic” shoe business 
there is just one best way, and it is 
not the newspaper. It is—but wait! 

Who buys shoes of the “orthopedic” 
type? People who earn money while 
standing on their feet. Here they are: 
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The Mail Man The Barber 


The Nurse The Baker 

The School The Waitress 
Teacher The Salesperson 

The Grocer The Store 

The Beauty Manager 
Operator The Machinist 


The Policeman 

So the way to reach these people is 
not by scattering shots in the news- 
paper, but through this method: 

1. Build up a list of, say, 1200 peo- 
ple in these trades. 

2. Address (in spare time) 100 let- 
ters a day, every day, to these lists. 
At that rate it takes two weeks to 
cover the entire list. 

8. Then start over and address a 
second letter to these same people. 
Repeat the process six times, adapting 
the letters to each occupation. If this 
plan is followed out then each pros- 
pect will have received over a ninety- 
day period one letter every two weeks, 
six letters in all. 

4. After this series is finished do 
the same thing with 1200 more names 
which have been collected while send- 
ing out the first series. 

The cost, using Musebeck’s proc- 
essed letters, is around $2.75 a day, or 
less than $69 a month, plus the work 
of addressing and mailing. And that’s 
real work, too. However, don’t forget 
that a man selling six pairs a day has 
plenty of spare time on his hands—to 
sit and think or to work if he has 
something definite to work at. In an 
“orthopedic” shoe store he can do 
nothing better than work on his direct 
mail in his spare time. 

But remember, says Mr. Musebeck, 
the greatest crime in merchandising is 
committed when a retailer toils and 
sweats to get a customer into his 
store—only to tell her he is sorry, but 
he is out of her size. Make sure, there- 
fore, of shoes on the shelf before do- 
ing any advertising. 

Regarding the bookkeeping end of 
the business, Mr. Musebeck says: “We 
find that retailers who are good mer- 
chandisers and who concentrate their 
efforts of proper selling are usually 
poor bookkeepers. For this reason we 
recommend that the dealer confine his 
bookkeeping efforts to the making out 
of a simple daily report. Then get an 
auditor or accountant to bring to- 
gether at the end of the month these 
twenty-five daily reports and produce 
an operating statement and a balance 
sheet. 

“This procedure costs comparatively 
little and assures the dealer of correct 
figures. And it leaves the dealer free 
to put his efforts on selling, depending 
on his daily report and his budget sys- 
tem to keep him working on a profit- 
able basis.” 

Now look at the daily report. The 
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Write 


GLAZED KID 
NO. 81 


White—perfect foil for the predicted col- 
orful fashion season. White—a natural 
trend right now in itself. White—a true 
white which is the ultimate in high style— 
that is Amalgamated White Glazed Kid 
No. 81. 

Its beauty, its durability, are the result 
of a special tanning process exclusive with 
Amalgamated. Shoe manufacturers and 
retailers will wisely protect themselves on 
Amalgamated No. 81 before the season is 
too far advanced. 





AMALGAMATED LEATHER COMPANIES, INC. 


colors . WILMINGTON, DELAWARE 84 GOLD ST., NEW YORK 





malgamatec 


white 
When writing advertisers please mention Boot and Shoe Recorder 
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BOOT AND 


What Hollywood Wore 


[CONTINUED FROM PAGE 15] 


gloves. Fay Wray, too, all in black, 
to her black patent leather pumps, had 
just a touch of color on her hat. 
Marguerite Churchill’s striped whip- 
cord skirt was topped with a black 
jacket. A white feather pom-pom in 
her hat, white gloves, a white jabot 
and classic black patent leather pumps 
completed this tailored costume. 
Jeanette MacDonald, in a black taffeta 
dressmaker’s suit, had on smart new 
black patent sandals. 

Of the great number who preferred 
navy, many used both red and white 
for added color interest. Madge Evans, 
however, chose a navy blue wool crepe 
suit and blue kid pumps which had a 
bit of white on them. Ruby Keeler, in 
a navy blue crepe costume which had 
a white embroidered collar and pocket, 
trimmed with brilliant red carnations. 
She wore blue gabardine pumps that 
were relieved by matching blue kid. 
With her fleet blue tailored suit, Ginger 
Rogers picked out sand color acces- 
sories. Her kid sandals were of sand 
and had wide flare tongues of the 
same material, also comparatively low 
heels, which are her usual choice. 

Save for touches of red, Isabelle 
Jewel was all in white. Her white 
buck sandals were perfectly plain as 
to treatment, yet very smart. Outfits 
of this character were in the vast 
majority, yet viewed from this fashion 
center, it is apparent that many more 
dark shoes will be worn this Spring 
than ever before. Smartly prim, 
tailored pumps; gay open toed sandals, 
closed on the side; more black patent 
leather and more black gabardine, 
trimmed with black patent; blue gabar- 
dine, trimmed with blue patent is very 
important; more plain whites in kid, 
buck and linen; more navy and white; 
more bourbon and white; more white 
linen and white gabardine, trimmed 
with white patent; more all-over white 
patent leather sandals—that was the 
material story of the Hollywood 
parade, translated for the shoe buyer. 

Such animated colors in patent 
leather as light blue and dubonnet, 
where the vamps were mass-stitched 
in white, gave the needed touch to 
many dressmaker tailored suits. 
Carrot tan in solid and in combina- 
tions, seen in ties, pumps and oxfords, 
set off the smart mannish and dress- 
maker tailored suits of gray and blue 
and went beautifully with black. 

The strength of the square toe last 
extended even to the real dressy street 
shoes. 

In discussing the Easter fashion 
situation, as it relates to shoes, Adrian, 
master designer at Metro-Goldwyn- 
Mayer, told this reporter: “Shoes 
should correspond with the costume 
so beautifully that they wil] not stand 
out. A correct costume should be in 
perfect harmony. That is why no 
tricky shoes were worn by the better 





dressed women, Easter, for street 
wear, for the simpler and finer shoes 
are, the richer they appear. If one 
must have tricks on shoes, reserve 
these fancies for shoes designed solely 
for evening wear.” 
Bernard Newman, RKO-Radio de- 
signer, said: “If it were not for the 
bright accessories, there would have 
been no dark materials used Easter 
Sunday. London Tan in shoes and the 
enormous quantities of flowers, real 
and artifical, gave the needed colorful 
lift to the smart blacks and blues.” 





Merchants Report Peak Sales 


[CONTINUED FROM PAGE 30] 


very definite preference for buck type 
leathers, in grey, brown and sand. 
Quality merchandise preferred. 

“Children’s patents, lighter tan 
leathers and colored buck type leathers 
most popular.” 


STEVEN J. JAY, H. Fyfe & Company, 
Detroit, Mich. 
“Business ahead of last year. 
tomers buying better shoes. 
“Slight tendency toward 


types. 


“British tan, grey suede, fabrics for 


ladies. 
“Brown calf and buck type leathers 


for men.” 


Cus- 


squarish 


MELVILLE KAUFMANN, Sommer & 
Kaufmann, San Francisco, Calif. 
“Buying public responded more gen- 

erously to our Easter offerings this 

year than for several years. 

“Weather during entire Easter week 
absolutely ideal for volume Easter 
buying. 

“In dress types gabardines in blue, 
grey, and black tastily trimmed, fol- 
lowed by London tan calf and patent 
leather seem to hold the center of the 
fashion picture. 

“In sport types, white buck and 
bucko followed by colored bucko in ox- 
ford types and one-buckle monks were 
largely called for. 

“We look for no after-Easter slump 
this year, anticipating a continued, al- 
though lessened, call for the dress 
types mentioned with an increased de- 
mand for sports and white shoes of all 


types.” 


MAURICE YOSKIN, Famous Barr 
Co,. St. Louis, Mo. 
“The most interesting Easter busi- 
ness we have ever experienced. 
“Leathers and lasts have played an 
important and prominent part. 
“The patent and tan family, such 


as carrot, London tan and British tan, 


predominated. 
“Surprising the amount of colored 
patent leather sandals that sold, al- 
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though we sold plenty of blues, blacks 
and greys. There is already enough 
indication that the white season will 
be very interesting. 

“Platoe, walled-up, three-dimension 
last has created lots of interest. Square 
toes have also sold. 

“There is an appreciable increase in 
the demand for better shoes.” 


CARL BURGSTAHLER, F. E. Foster 

& Co., Chicago, Il. 

“Our Easter business was very sat- 
isfactory. The consistent demand for 
quality merchandise with no price re- 
sistance definitely establishes a busi- 
ness upturn. 

British tan in both leather and 
fabrics, patent leather, blue in leather 
and fabrics, were the outstanding 
sellers. 

“The fuller toes on shorter lasts 
gave us a new successful promotion.” 


C. M. STENDAL, Minneapolis, Minn. 

“Easter week business ahead of 
Easter week last year. 

“Looking forward to increases. 

“Trend of lasts shorter and broader 
vamps with twelve eight to fourteen 
eight heels in tailored and sport foot- 
wear, with sixteen eight to nineteen 
eight heels being sold in dress foot- 
wear. 

“Leathers—buck types in all colors 
very strong in street and sport type 
shoes. : 

“In dressier shoes black kid first, 
blue second, brown kid third, grey kid 
and suede fourth, London tan fifth and 
beige sixth. 

“Real demand for quality footwea: 
in price range from six fifty to twelve 
fifty.” 


BOSTON SHOE CO., INC., Louisville. 

Ky. 

“Easter business 5 per cent ahead. 
but slow to start due to unfavorable 
weather. Previous Saturday better 
than Easter Saturday, due to rain. 
Colors—blue, grey, tan, brown and 
black, in order named. Gabardine, re- 
verse calf and kid in materials. Six- 
teen eighths heels, medium toe lasts 
in style shoes. Fourteen eighths heels, 
medium toe lasts in conservative types. 
Outlook for Spring business’ very 
favorable.” 


R. D, HOFHEIMER, Hofheimer’s, Inc., 

Norfolk, Va. 

“Easter business excellent. Increased 
tendency toward broader toes and 
higher heels, square toes and general 
increased strength on lower heel heights 
emphasized in late purchasing. Strong 
demand for blues and patent leather. 
Increasing demand for grays and tans 
diminishing in final Easter business. 
Better grades easier to sell except for 
late shoppers on lower price groups. 
Strong early demand for whites alone 
and in combinations. Also idications of 
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INTRODUCING 


THE -THOMPSON OSTEO NAILESS SHOE 


THE SHOE THAT REACHES A NEW 
HIGH IN MERCHANDISING 





UNRIVALED IN SALES 
POSSIBILITIES 


The Thompson Osteo-Nailess 
shoe is the greatest revolution- 
ary innovation in fine quality 
“Gentle. Firm Support” shoe construction for over a 
ame decade and offers the most pow- 
i Toe a erful and successful sales pres- 
~. entation. and profit making 

—_ opportunity ever offered in shoe 

merchandising. 


: Unparalleled features embodied 
“Fits Like a Glove” in its special patented construc- 

tion combine to create a new 
’ yalue in quality shoes that will 


become universally recognized 
and demanded by men every- 


where. 




















The Thompson Osteo-Nailess PR ge 


shoe reaches the peak in mer- ack SS Sere ven 
“New Foot Comfort” chandising perfection. 6-12 











OVER FIFTY-FIVE YEARS ; OF BUILT-IN QUALITY 


Thirteen smart new styles 
in-stock for immediate 


delivery 


Send for new catalog and 
franchise information. 


Deane 5 129 SONNY 5 (0) 2 anc 


FINE SHOEMAKERS 


|= 3p 5 2 Ol On Gs Oa Oat 
CAMPELLO, MASS. 
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To Economic Stability 





pany reported very large profits in 
1933, but a substantial loss in 1934. 
From the analysis of its reports it 
was plain that both the 1933 profit and 
the 1934 loss were due, for the most 
part, to changes in the value of inven- 
tory. At the end of 1932 inventory 
was worth $16,928,872, increasing to 
$36,437,785 at the close of 1933. In 
1934, however, it declined to $21,883,- 
273. 

Obviously, rising prices in 1933 en- 
abled the company to dispose of low 
cost stocks at a material profit. But 
these stocks had to be replaced with 
high cost wool, and when prices fell 
off in 1934, the year-end stocks were 
written down to market levels at con- 
siderable loss. The suit by stockhold- 
ers against the corporation arose out 
of a natural misapprehension as to 
the character of profits and _ losses. 
Operating profits and losses which are 
made in the conversion and merchan- 
dising of goods should be distinguished 
from inventory profits and losses. 


Effects of Proposed Tax 


What would the effect of the pro- 
posed corporate tax law be upon com- 
panies operating under such conditions 
as are described above? It requires no 
profound accounting analysis for one 
to realize that such companies may 
have their working capital disappear 
in a short space of time. In its zeal 
to draft a measure the House Commit- 
tee has thought entirely in terms of 
quick merchandising or manufacturing 
profits; it has completely failed to 
realize the importance of inventories 
and their relation to profits and losses. 
A simple example will illustrate the 
vicious effect of the proposed law. 

A company is in business January 
1, 1936, with assets of $100,000, of 
which $50,000 is in inventory. Its in- 
ventory consists of 10,000 units (hides, 
for example) valued at $5 per unit 
or $50,000. At the end of 1936 the 
market has advanced to $15. During 
the year it processes 20,000 units and 
sells an equal amount. Its purchases 
and sales, 20,000 units, were made at 
the average price for the year of $10. 
This, of course, ignores charges for 
betterments, overhead, sales, etc., in 
the sales price. The corporation’s in- 
ventory at the end of 1936, according 
to the accounting method required by 
the Tax Bureau, would be 10,000 units 
valued at $10 (the lower of cost or 
market), or $100,000. Since the cor- 
poration’s actual purchases and sales 
during the year were made at the same 
price it could not have made any cash 
profits. Its inventory and income state- 
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ment, however, would show a gain of 
$50,000. Furthermore, since this gain 
would be wholly in inventory, it could 
not be distributed as dividends with- 
out reducing working capital. Under 
the suggested law, if no dividends were 
paid, the tax would be 42% per cent 
of $50,000. The following year the 
price trend might be completely re- 
versed creating a loss of $50,000, 
thereby wiping out the previous in- 
ventory profit. At the end of two 
years, therefore, this company, under 
the suggested law, would find that it 
had seriously impaired its working 
capital by reason of the taxes or divi- 
dends paid, or both. Under such cir- 
cumstances a company could not main- 
tain its business volume, if it could 
remain in business at all. 


Not an Exaggerated Picture 


It may be asserted that the above 
is a fanciful and exaggerated possi- 
bility. On the contrary, it is a con- 
servative statement of the actual posi- 
tion of at least one industry, the tan- 
ning industry. Unless provision be 
made for taxing such corporations 
upon actual operating income, the cap- 
ital of many companies would be rap- 
idly depleted. If a company is to do 
the same volume of business, either on 
a rising or falling market, the physical 
volume of its inventories must remain 
relatively constant. On a rising mar- 
ket any profits made from the sale of 
low cost material must obviously be 
immediately absorbed by new pur- 
chases at the higher price, in order 
that working inventories be main- 
tained. Consequently, a rising market 
of several years’ duration would in- 
volve successive taxes as in the in- 
stance given above. It would not be 
long, therefore, before a corporation 
with moderate capital would find itself 
out of business. A falling market 
would accelerate this process. While 
the proposed law does permit deficits 
to be considered in computing taxable 
income, the minimum tax rate upon 
any profits would still be considerably 
higher than it is today. 

This injustice and basic defect in 
the proposed law may be illustrated 
from the operating statistics of the 
leather industry. The extreme price 
changes in the raw material of the 
industry were noted in the foregoing. 
From 1932 on, the effect of these price 
changes upon income, in the cattle hide 
division of the industry alone, would 
reflect the following changes in in- 
ventory valuation: 

Inventory, Dec. 31, 1932, 10,431,000 
hides at 4.6c per lb., or $23,991,000. 










Inventory Dec. 31, 1933, 10,146,000 
hides at 9.8c per lb., or $49,715,000. 
Inventory Dec. 31, 1934, 10,351,000 
hides at 8.2c per lb., or $42,439,000. 
Inventory Dec. 31, 1935, 9,983,000 
hides at 11.1c per lb., or $55,405,000. 
In the first place it is plain that 
inventories remain relatively constant 
in quantity because that is essential 
to continuous business operations. Dur- 
ing the three years from December, 
1932, this calculation shows two years 
of huge inventory profit, and one year 
of inventory loss. These profits were 
in no sense actual profits; they were 
completely and absolutely book profits, 
paper profits, fictitious and unrealiz- 
able as long as the industry main- 
tained the same volume of business. 
Any decline in the value of hides 
would, of course, eliminate these prof- 
its. What would be the effect of the 
proposed law upon this industry? It 
would require that these fictitious 
profits, in addition to actual earnings 
from operations, be either distributed 
or taxed. Neither course can be taken 
without virtual destruction of working 
capital. Dividends or taxes paid upon 
such profits might make it impossible 
for a corporation to meet losses in 
subsequent years. 


Impossible to Distribute 
Inventories 


It has been argued that under the 
proposed law a corporation may main- 
tain sizable reserves of about 30 to 40 
per cent merely by continuing to pay 
taxes at the same rate as under the 
present law. This may be entirely true 
with regard to merchandising or man- 
ufacturing income; it has very little 
truth in connection with profits that 
are frozen in inventory. In the latter 
case, as was shown above, there can 
be no distribution of such income 
without liquidation of the business, 
tremendous borrowing or impairment 
of working capital. Consequently, the 
proposed law offers not the slightest 
relief in such circumstances. 

It is worthy of mention that the 
principal hardships arising under the 
new law would be suffered by corpo- 
rations with moderate capital reserves. 
Typically, the small or medium-sized 
enterprise which has had little influ- 
ence or control over the market price 
of its raw material would be severely 
affected. Such small corporations 
would operate at a disadvantage in 
comparison with larger organizations 
more amply financed and with broader 
resources. No measure, it would seem, 
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WHERE STRENGTH AND 
STURDY CONSTRUCTION 
ARE ESSENTIAL .. . 


Experienced manufacturers and retailers 





know the importance of strength and rigid- 
ity in shank construction and wood heel 


attaching. 


Based upon sound shoemaking principles, 
Unishank and WM Wood Heel Screw 
Attaching combine to promote security to 





the finished shoe. These thoroughly tested 
methods add strength, increased durability, 
and comfort to the shoe throughout its life. 











UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


When writing advertisers please mention Boot and Shoe Recorder 




























































































THE KID WITH A DEFINITE SALES INFLUENCE 
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Carmo uses a great deal of Evans White Kid in their famous shoes. 


These models, made exclusively of Evans, are at present selling in 


large numbers— four highly successful shoes! Carmo finds that 


dealers everywhere prefer to handle shoes made with this finer kid. 
They find, too, that they can depend on Evans White Kid for a 
beautiful, long-wearing finish entirely free from blemishes. Like all 
Evans leathers, this pure white kid has found an enthusiastic accept- 


ance throughout the trade 


Cvans kidLeallbers 


TANNAGE OF JOHN R. EVANS & CO., CAMDEN, N. J. 



































































































































3. BROAD SELECTION. 





1, MORE WEAR. 2. SAFE STYLING, 
4. IN STOCK. 5. QUICK DELIVERY. 


PETERS SHOE CO., ST. LOUIS 


Branch of International Shoe Co. 
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Building Sales Volume by 
Specialty Promotion 


§ HOE stores have a magnificent opportunity of get- 
ting more business by going directly to the people 
interested in the various specialities carried by most 
all stores, is the positive assertion of R. J. Matchett, 
who manages the Buster Brown shoe store in Santa 
Monica, Calif. As this energetic shoeman has demon- 
strated this way of adding many new and permanent 
customers to his store’s evergrowing list of satisfied 
customers, it must be there is something here to be 
recommended to all shoe retailers. 

Perhaps there is a great deal in the way Mr. Matchett 
views his stock in this family shoe store. He does not 
see just a good collection of shoes for men, women, 
big children and little folks. He considers he has a 
large assortment of specialities for a great many dif- 
ferent types of persons. 

One group of shoes is of interest to doctors; one 
to nurses; another to school teachers; there is one 
for the Boy Scouts, Girl Scouts; something for the 
business men around town, the school girls, their older 
sisters and mothers, and so on all through the stock. 
The idea here is to carry the message of these various 
specialities directly to the persons most interested in 
them. 

A recent survey made in the Santa Monica school 
district disclosed the fact that 50 per cent of the chil- 
dren in the elementary schools had what were classed 
as had feet. This percentage increased to 65 per cent 
for boys and 85 per cent for girls who attended the 
junior high schools. Right here, Matchett figured his 
great chance was in interesting the parents of chil- 
dren who have flexible feet in the special shoe he 
carries. 

Posture teachers in the schools proved to be a fertile 
field for contacts, for they are vitally interested in hav- 
ing their charges wear the proper shoes, which will 
relieve bad foot conditions and possibly effect perma- 
nent corrections. 

This plan of having a definite program all mapped 
out of many individual promotions makes the retailing 
of shoes a most interesting business, Mr. Matchett finds. 
In fact, he cannot conceive of sitting down in a store 
waiting for somebody to come in to look at some shoes. 
“We feel we are functioning as a real service agent in 
our community, for we are building our trade entirely 
from that angle,” he stated. 

It is obvious that, to do a personal contact job, a 
man must necessarily be a thoroughly good all-around 
shoeman. To one so qualified by inclination and 
training, the rewards are enough to warrant the time 
and effort expended. 

A business built by this method is so well founded 
that there are few lean weeks, for the customers stay 
with a store through thick and thin. Moreover, they 
are continuously in the market for something the store 
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BROWN 


et D 


Real profits demand not only 


=> 


first sales, but customers who 
come back for “repeats”. This 
means the making of shoes that 


give full re-sale value. Surpass 


Brown, and Blue, and Black 
Glazed Kid have a character, 
the colors a style authentic- 
ity, that is inescapable. Selec- 
tion of the raw stock, Surpass 
tannage with its exact control of 
both the chemical and physical 
processes, Surpass grading, that 
gives the manufacturer a de- 
pendable, year in and year out 
uniformity, are responsible for 
the fine grained, silky, firm kid 
that keeps your customers sold 
and that brings them back to 
you when they need more foot- 


wear. 


OUTSIDE 


STOCK 


LINING 


STOCK 
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Accessory 
Inspiration 


\ 


washable hantlbags of “PYRALIN” 


“Pyralin” handbags, with their gleaming, scrubbadle surfaces, give 














distinction to bag and shoe ensembles. Women with style sense like 
their durable, pliable quality as well as their smart designs and shapes. 
These colorful handbags are fabricated of ‘‘Pyralin,”—a plastic ma- 
terial made by Du Pont—manufacturers of rayon, ‘“Cellophane”’ cel- 


lulose film, “Duco” finish, ““Fabrikoid” coated fabrics and many 





other well-known quality products. Specify handbags fabricated from 


“Pyralin”—they’re scrubbable! For names of manufacturers making 


THIS HANDBAG 





these bags, write Du Pont Viscoloid Company. 


PYRALIN 


REG. U. S. PAT. OFF. 





FABRICATED FROM 


“PYRALIN® 


A DUPONT PRODUCT 





FS Noes 





DU PONT VISCOLOID COMPANY, INC., EMPIRE STATE BUILDING, NEW YORK CITY, N. Y. 


When writing advertisers please mention Boot and Shoe Recorder 
































BOOT AND SHOE RECORDER, April 18, 1936 


Page 45 


Shoe Vlews 


THIS WEEK IN THE SHOE TRADE 


SATURDAY, APRIL 18, 1936 





NATIONAL NEWS 





Easter Sales Ahead in New York 





Increases Average 10 to 25 Per Cent Despite Unfavorable Weather 


—Further Gains Anticipated as Season Advances 


New York — Despite the weather 
man’s prediction of a rainy Easter 
Sunday, stores throughout Greater 
New York enjoyed a week of pre-de- 
pression selling, even though it rained 
from Wednesday through Easter Sun- 
day. Shoe retailers report business in- 
creases for the Easter season between 
10 to 25 per cent over the same period 
of last year, discounting the fact that 
Easter Sunday this year came a week 
ahead of last year. The unfavorable 
weather, even though good sales were 
reported, held back sales as much as 
20 per cent, many retailers report. It 
is expected that shoe sales during the 
week following Easter Sunday will, if 
the weather breaks, show a big in- 
crease, which will more than make up 
the difference between sales experi- 
enced and those anticipated during the 
week previous to Easter. 

Although shoe buying was general 
in the stores, gabardine with patent 
trims held a slight lead over other ma- 
terials in women’s shoes, closely fol- 
lowed by kid and calf. The new 
British tan made up the majority of 
the calf sales, both in the all-over calf 
shoe and as a trim with gabardine. 
Kid sales fell off slightly this year as 
compared with last Spring, when blue 
kid enjoyed such popularity. 

As to types, dressy pumps and 
tailored types were the big sellers, al- 
though opera pumps showed a good 
increase in sales over previous years. 
Straps and ties were big, but broad- 
straps and T-straps outsold the ties by 
a considerable margin. Sandal sales 
were held up considerably by the bad 
weather, but it is expected that when 
the weather clears up and walking once 
more becomes a pleasure, sales on this 
type shoe will show a big increase. 

Blue was the popular color in both 
gabardine and kid, followed by the new 
light tan in calf. Black was quite 
popular in all-over patent leather and 
in gabardine, although it was not as 
popular as expected. Few shoe re- 
tailers did much on _ gray sales, 
although some stores report a slight 
movement on this color, 

In men’s shoes, lightweight and fea- 
therweight calfskins were popular in 








DATES TO REMEMBER 


Spring Meeting Tanners’ Council, White 
Sulphur Springs, Va........May 7, 8, 1936 


Fall Opening, Shoe Fashion Guild of 
America, Waldorf-Astoria Hotel, 
May 18, 19, 20, 1936 


Boston Shoe Fair, Boston, Mass., 
June 8, 9, 10, 1936 


Ohio Shoe Retailers Association Conven- 
tion, Hotel Netherland Plaza, Cincin- 
nati June 14, 15, 16, 1936 


Wisconsin Shoe Retailers Association Con- 
vention, Park Hotel, Madison, Wis., 
June 14, 15, 1936 


California Shoe Retailers Association 
Convention, St. Francis Hotel, San Fran- 
cisco June 15, 16, 17, 1936 


Pacific Northwestern Shoe Retailers Asso- 
ciation Convention, Olympic Hotel, 


Seattle, Wash. ....... June 21, 22, 23, 1936 


Illinois Shoe Retailers Association Con- 
vention, Hotel Pere Marquette, Pierre, 
|. aeRO June 21, 22, 23, 1936 





dressy types and semi-brogues. Re- 
versed calf also showed considerable 
movement in men’s shoes in plain toe 
bluchers and dressy types. 

Medium tan was very popular, but 
one store reported two-to-one sales on 
black over tan. 





York Shoe Retailers Meet 


Yorx, Pa.—Members of the York 
Shoe Retailers association were guests 
of Jack Freedman, former York shoe 
merchant, now a real estate broker, at 
their April meeting, which was held in 
Mr. Freedman’s office. He served a 
tasty lunch following the business ses- 
sion of the organization. 

Continuing the policy of having a 
guest speaker when ever the meeting 
program will allow, Norman Petow, 
young attorney addressed the body on 
“The Supreme Court and Its Func- 
tions.” Mr. Petow pointed out the posi- 
tion of the supreme court and its rela- 
tion to the welfare of the nation. He 
explained that it is the function of the 
high tribunal to interpret the multitu- 
dinous laws that are enrolled yearly on 


our statute books, and termed it the 
best safety valve for a good workable 
democracy such as exists in America 
today. 

Local merchants reported at the meet- 
ing very good Easter business and are 
looking forward to the largest volume 
of Summer business in several years. 
David Lewis, Cletus Reineberg and 
Louis Leibowitz spoke briefly on style 
trends in men’s, women’s and juvenile 
footwear. 

Samuel Bruggeman, president of the 
organization was in charge of the 
meeting. 


Men's Shoes Follow Saddle Trend 


Los ANGELES, CALIF.—A very definite 
trend toward saddles and to Norwegian 
types of shoes is being noted by Phelps 
& Turkel, who have six mens’ wear 
stores in university and fashion cen- 
ters in Southern California. While all- 
white buck shoes are still outselling 
combinations at the present time, a 
strong undertone for brown and white 
is being felt. For several months a 
definite swing away from black shoes 
has been noted, so that during March 
the sales of black shoes were almost 
negligible. With so much color being 
sold in shoes, the pairage has shown a 
nice healthy increase. Designating beige 
reversed calf as “Bankok” proved to be 
a smart bit of publicity. 

The ten weeks after Easter is a sea- 
son for mixed ensembles for Phelps & 
Turkel in which the grays, browns and 
whites will be most popular in suitings. 
White Shetland, Palm Beach, Gabar- 
dines and Glenurquards in plaids and 
stripes, all call for white or colorful 
shoes. 


O-G Feature Men's Plateau Shoe 


CuHIcaGo, ILL.—O’Connor and Gold- 
berg announced in a newspaper ad- 
vertisement to their men customers this 
week a sensational new shoe made on 
the “Plateau Last.” This shoe is taken 
from the women’s shoe made on the 
same style idea which was brought back 
from Europe by the late Julius Gold- 
berg on his last trip. Harry Silver, 
men’s buyer for the firm, expresses the 
opinion that this new shoe will be the 
biggest factor ever to aid in the higher 
styling of men’s footwear. This new 
shoe is being featured in rich black and 
brown calfskin or brown bucko with 
leather or crepe soles. 
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IF SHOES LOOK SMART— 
THEY'LL SELL QUICKLY! 


—aAnd the foremost way to make shoes look 
their best and sell the fastest is to display them 
f all on Fairy Forms. 

Fairy Forms are particularly well adapted for 
use in late Spring and Summer shoes. Sandals, 


cutouts, straps and pumps look exactly as they 
do on the human foot, and as a result the cus- 


tomer can see every detail of design and con- 
struction at a glance. 

Order Fairy Forms today and see how much 
more interest customers will immediately show 
in your new shoes! 


SHOE FORM CO., Inc. 











White Front 
Strap Sandal, 


Square toe and 
heel, by 


Displayed “on 
Flea-to-Fit 
Fairy last. 
Northampton 
England 


Melbourne, Australia 


AUBURN, N. Y. 


Manufacturing Branches 
United Last Co., Ltd., Montreal, Canada 


Frankfort 
Paris Germany 


France Mexico City, Mexico 














New Store Opened 
With Style Show 


GREEN Bay, WIs.— Busch-Tombal, 
shoe dealers located at 120 North 
Washington Street for the past 12 
years, recently combined their Spring 
style show with the formal opening of 
their remodeled store. New carpeting, 
cases, display fixtures and furniture 
have been installed and the store com- 
pletely redecorated and lighted by new 
type fixtures. A new heating and ven- 
tilating plant has also been installed, 
as well as a Kawneer modernized dis- 
play front. The store carries a com- 
plete line of Pedigo, Kali-sten-iks, Bu- 
tonia, Nunn-Bush, Wilbur Coon and 
E. P. Reed & Co. shoes. A center 
spread newspaper advertisement was 
used to announce the formal opening. 





Douglas Opens First lowa Store 


Des MOINES, Iowa.—The new W. L. 
Douglas Shoe Store, that opened here 
April 8 at 522 Walnut Street, is the 
only Douglas storé in Iowa at present, 
but plans are under way for stores in 
other Iowa cities, according to F. L. 
Young, district manager of the Chicago 
district. 

Orville Minett, formerly assistant 
manager of the Douglas store in Den- 
ver, Colo., is manager of the local store. 

The store is 18 x 70 feet with a 12 





foot recessed front allowing for a great- 
er window display space. Black glass 
panels are above and below the plate 
glass windows. The interior walls over 
the shelving are finished in ultra-mar- 
ine blue with silver stripes, and the 
ceiling is a light tone of the blue. The 
woodwork is trimmed in black and the 
fixtures are black trimmed in a soft 
red, while red and black are the pre- 
dominating colors in the floor covering. 
The interior as a whole has a most rest- 
ful and pleasing appearance. 

In addition to their line of men’s 
shoes which retail at $3.95 to $7 per 
pair, they carry a line of women’s shoes 
with a price range of from $3.50 to 
$6.50 and a line of boys shoes retailing 
at $2.50 to $2.95. 





Stage Children's Style Revue 


SEATTLE, WasH. — A children’s 
Easter style revue with new showings 
of shoe styles for children was staged 
at Rhodes Department Store this 
weekend in Seattle. Along with the 
spectacular revue for the little folks, 
shortly before the Easter holidays, 
which presages the great Spring fes- 
tival, and concentrates on Easter shop- 
ping for the youngsters released from 
school, was a dance program. One 
of the leading local dance schools con- 
tributed young dancers for the show 
and style exhibition. 


' 

Goodman's Remodel Store 

BALTIMORE, Mp. — Goodman’s Good 
Shoes, one of this city’s outstanding 
men’s footwear concerns, has begun 
extensive alterations and remodeling, 
including new store front as well as 
interior improvements to the building 
at 28 East Baltimore Street, which 


it will occupy shortly. 





A Threat to Economic Stability 


[CONTINUED FROM PAGE 38] 


could be better calculated to encourage 
monopoly and the control of raw ma- 
terial markets. 

It is obvious that industries whose 
raw material fluctuates in value, and 
whose assets are largely tied up in 
inventory, would be forced by the pro- 
posed law into an exceedingly uneco- 
nomic position. Upward trends in 
prices may create taxable profits, re- 
gardless of whether or not actual op- 
erating profits had been made. Pay- 
ment of either dividends or taxes 
upon such profits would offer no choice 
but disaster. Restriction of business 
volume, liquidation and even bank- 
ruptcy would be inevitable with the 
attendant result of increased unem- 
ployment. A very radical change in 
the proposed law is necessary if these 
consequences are to be avoided. 
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NEW MACHINES 
NEW METHODS 
NEW PROCESSES 


are illustrated and explained in this 
booklet . . . A copy will be mailed 
upon request. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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Prize winning Spring shoe display window, designed by M. Stewart Fullerton for 
Michael A. Levy, Inc., Santa Barbara, Calif. 





Unusual Shoe Displays 


[CONTINUED FROM PAGE 24] 


windows facing on that great shop- 
ping thoroughfare, a group of unusual 
shoes imported from Paris. With such 
features as gold-plated counters, coil 
heels, upturned toes and solid metal 
heels, they were bound to attract atten- 
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The perfect leather 
innersole. 


VAN TAN 
NNNERSOLES 
give the 
maximum of 
flexibility, 
resiliency 
and 


comfort 
@ 
VAN TASSEL 


LEATHER COMPANY 
NORWICH, CONN. 








tion, but it was the purpose of Mr. 
Ring, display manager of the store, 
to feature them in such a way as to 
create an impression of this year’s 
high fashion. They were not intended 
for sale. 

Working with Copeland Displays, 
who execute window ideas for various 
well known department and specialty 
stores, as well as concerns with a 
national distribution, Mr. Ring evolved 
a display that would show ten or 
twelve shoes on an inclined plane, 
covered with a fine fabric. Types of 
shoes for town and country, evening 
and day wear were shown. The fact 
that the Museum of Modern Art, just 
around the corner, was holding a com- 
petitive show of abstractionist art at 
the same time made that part of New 
York a practical exhibition center for 
the virtues of modern art in business, 
industry and life. It was felt that the 
shoes from Paris demanded something 
in the way of an out-of-the-ordinary 
background, something rather breath- 
taking; consequently there was de- 
signed a series of different curves and 
levels, each shoe having a different 
presentation. The photograph shows 
the display devoted to evening slippers 
and illustrates one of the paintings 
that attracted most interest. 

This particular display is so unusual 
in. purpose and conception that it may 
not have a great deal of direct interest 
for the average merchant, whose prob- 
lem is to stimulate sales today on the 
immediate merchandise he wants to 
sell rather than create an impression 
of ultra-fashion that will build pres- 
tige for the future. Nevertheless it 
shows the importance which a store 
that has attained a position of leader- 
ship in its field, attaches to ideas in 
planning its promotions. And it is an 
undeniable fact that the public today 
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buys its merchandise with an idea in 
mind, some particular purpose, oc- 
casion or costume which largely deter- 
mines the type of shoe that will be 
chosen. And so it is pertinent to em- 
phasize once more the importance of 
starting with an idea when planning 
your window displays, and if you can 
make it an idea with direct, season- 
able selling appeal, so much the better. 

The third shoe window illustrated, 
which comes from far-away Santa 
Barbara, Calif., is a display of this 
type. It was the winner of the first 
prize for the most effective display 
windows by members of the Santa Bar- 
bara Retail Merchants’ Association 
during their recent Spring Style Week. 
It was designed by M. Stewart Fuller- 
ton and used by the store of Michael 
A. Levy, Inc., dealers in shoes and 
accessories. The illustration shows 
one of the two windows, similar in 
treatment, presenting men’s’ and 
women’s shoes. Spring was the key- 
note in both cases, and these trims 
afford an interesting example of how, 
with some artistic treatment, the con- 
ventional type of window background 
can be given an entirly different ap- 
pearance. Against the panelled back- 
ground of dark wood, ivory and green 
niches were arranged, and in them 
were placed bowls of white stocks and 
anunculus, carrying out the color 
harmony and striking the Spring note. 
The effect was very pleasing. 

The week preceding Easter was the 
peak point of the season thus far for 
elaborate window promotion, and dis- 
play men everywhere put forth their 
best efforts to design displays of beauty 
and practical pulling power. As Easter 
marks the climax of the Spring season 
so far as fashionable footwear is con- 
cerned, these windows were, almost 
without exception, keyed to the theme 
of fashion. Fifth Avenue and other 
New York shopping thoroughfares pro- 
duced a great variety of beautiful ef- 
fects, and this was as true of the 
popular priced shoe stores as_ those 
offering higher priced merchandise. 
Indeed, some of the popular priced 
stores presented the most spectacular 
and colorful window trims, worked out 
in daring and novel designs to compel 
the attention of customers. 

Easter promotions were followed in 
many stores with windows devoted to 
the promotion of National Foot Health 
Week, affording a sharp contrast from 
the fashion displays of the recent past 
to educational promotion along dis- 
tinctly orthopedic lines. With such a 
variety of seasonable styles and types 
of shoes to be featured and promoted, 
however, the demands of fashion are 
not long to be denied and from now 
on window promotion enters a new 
stage, playing up the late Spring styles 
and the shoes that will be offered for 
early Summer. In the South and the 
far West white shoes are already being 
featured on an extensive scale, and 
some interesting examples of these 
Summer shoe windows will be repro- 
duced in an early issue of the 
RECORDER. 
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A MAN’S Leather, Kan- 
garoo. A leather for active 
feet. 17% stronger, weight 
for weight than any other 
leather tanned, it won’t 
easily scuff, will stand up 
under hard usage. And 
Kangaroo is light and pli- 
able, as soft as fine Kid, to 
bring comfort to tired feet. 
Its small, tight grain will 
take a high, brilliant pol- 
ish. Feature footwear of 
genuine Kangaroo. 


SURPASS LEATHER CO., Philadelphia RICHARD YOUNG CO., New York 
ZIEGEL EISMAN CO., Boston 


When writing advertisers please mention Boot and Shoe Recorder 
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Bre ‘A merchant ~ 
maybe you. ~ 
Who knows he sells 
a goodly shoe. 


eres a patron who 
bought his wares. 
Of easy walking 
She despairs. 











comes back hotly 

to his Store 

Ana vows that shell 
buy there no more. 











must calm her ~ 
and explain 
That calloused feet 
have caused the pain~ 
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Ru \ntroduce the 
“'Trimfoot ‘Twins”’ 
Whell change her frown 
to gmiles~ to grins 
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turns burning cal- 
louses into Profits and creates 
satisfied repeat customers. 


Order a run of sizes now! 


Write today for FREE Booklet ‘‘Here’s How” 
List Price $6 Dozen Pairs Retail Price $1 Pair 


St. Louis, Missouri ¢ Walsall, England 
Canadian Distributors: Canadian Specialties, Ltd., 
49 Sanford Avenue S., Hamilton, Ont. 














St. Louis Manufacturers Elect 


St. Louis, Mo.—At a recent meeting 
of the St. Louis Shoe Manufacturers’ 
Association, the annual election of of- 
ficers and directors was held. The 
following were chosen: William S. 
Milius, president; A. E. Farrar, Ist 
vice-president; Gus Berglund, 2nd vice- 
president; A. G. White, treasurer; A. 
M. Burton, secretary. Directors: E. J. 
Hopkins, W. E. Tarlton, Frank S. Rice, 
Theo. Samuels and W. W. Moulton. 


Monarch Rubber Co. Expands 


BALTIMORE, Mp.—The Monarch Rub- 
ber Company, Inc., manufacturers of 
rubber heels, soles and kindred lines, 
operating its plant at 3520 Philadelphia 
Road, has installed additional equip- 
ment, in an expansion move, which will 
permit it to broaden and enlarge the 
range of articles it manufactures. The 
concern is headed by Sol Schwaber and 
Bernard Polan, is vice-president of the 
company. 


Nebraska Retailers Elect Officers 


LINCOLN, NeEB.—F red Anderson, Wa- 
hoo, Nebraska, was elected presi- 
dent of the Nebraska Shoe Retailers 
Division of the Federation of Nebraska 
Retailers at a meeting of the Board of 
Directors. The president of the entire 








federation is Otto L. Mattke of Grand 
Island. 





What's New 


Golf Shoe Has 
Interchangeable Spikes 


A new feature of The Edwin Clapp 
“Pro-Shu” which is expected to ap- 
peal especially to golfers is a case 
hardened, interchangeable spike by 





New type golf shoe, showing interchange- 
able, case-hardened spikes. 


which, in a few moments, the player 
may get ready for an important 
match, with a complete new set of 
spikes. Thus, it is no longer necessary 





to put up with the old worn out spikes, 
or go to the trouble and expense, as 
well as loss of time, necessary to 
have the soles removed in order to re- 
new the spikes. 

The shoe also has a novel sport 
shank, made flexible by an entirely 
new process. This gives an exclusive 
“Stance Control,” the result of long 
continued and intensive research into 
the intricate movements of the foot 
during each phase of the golf swing. 
Edwin Clapp designers, through these 
detailed and searching observations, 
found that by allowing a varying de- 
gree of freedom and of restraining 
support, the foot may be made secure 
against a weak or improper stance. 

Thus in the “Pro-Shu” foot con- 
sciousness is eliminated and the golfer 
allowed to give his entire attention to 
the execution of his stroke. 

The shoe is made of stout Nor- 
wegian calf. 





Chain Opens New Branch 


PAWTUCKET, R. I.—Norwood Shoes, 
member store of a large shoe retailing 


chain, was opened recently at 269 


Main Street, this city, where shoes for 
men, women and children were fea- 
tured. With the purchase of a pair of 
shoes, women are being offered a free 
handbag, the men a free clock and the 
youngsters a free double-compartment 
pencil box. 
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William H. Burger, Last Maker 


BROOKLYN, N. Y.—It is said of 
William H. Burger, star salesman for 
the Stewart & Potter Company, Brook- 
lyn, last manufacturers, that he is one 
of the most widely known and best 
liked men in the industry. Traveling 
for this subsidiary of the United Last 
Company, he covers most of the United 
States every three months and still 
finds time to contact his trade in New 
York City. 





WILLIAM H. BURGER 


To his work he brings an unusual 
experience as shoe manufacturer and 
practical style expert. In 1904, 32 
years ago, he became connected with 
the shoe industry when he accepted 
the position of traffic manager for the 
old firm of Wichert & Gardiner. When 
he left this company, in 1915, he was 
in charge of production. He then took 
charge of the Wolnicar Shoe Company 
for two years, after which he was in 
charge of production in the New York 
City plant of the W. D. Hannah Shoe 
Company. In 1919 he was engaged 
by the United Last Company to sell 
lasts made in the Stewart & Potter 
factory—a position which he has filled 
much more than acceptably ever since. 

Mr. Burger’s shoe manufacturing ex- 
perience, which includes the making 
of hand turns and welts, as well as 
Goodyear turns and welts, has stood 
him in good stead as a last salesman. 
He knows not only what a shoe will 
look like when made over any given 
last, but also can, and does, suggest 
appropriate patterns for the lasts. 





Corrective Shop Opened 


PORTLAND, ORE. — Featuring men’s 
and women’s corrective footwear, Ihle’s 
Foot Clinic is the newest retail shoe 
outlet in Portiand. It was opened re- 
cently at 736 Southwest Morrison 
Street, and will, through a staff of 
patient foot fitters, specialize in com- 
fort shoes. 
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struction. 


U. S. Patent 
No. 1,998,988 


PANTHER PANCO. 











One of the first so-called ''nailless"’ heels, Sta-Tite's 
appearance matches the exclusive patented con- 
Sta-Tite heels cannot work loose—can- 
not gape at the edges—wear twice as long. 
Specify Panco Sta-Tite Heels. It pays. 
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Men's Shoes 
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“HIGHEST GRADE ONLY" 
EAST WEYMOUTH, MASS., U.S.A. 
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Children's Footwear 
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MRS. DAY’S IDEAL BABY SHOES 
Infants’ Soft Soles.. 0-3 
intermediates ...... 1-5 
Flexible Hard Soles. 2-8 

Send for In-Stock 
Catalog 
MRS. DAY'S pages. BABY 


Locust St. Danvers, Mass. 
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Women's Shoes 
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LUMBARD TURNS» 


Modern Turn Shoes That Fit 


N-550 
Black WILL NOT GAP 
Ruby Kid, New “SHORT BACK" Lasts 
Cand E SOSTYLES Send for 
$2.25 'N STOCK 


LUMBARD SHOE CO 


KUSH-IN-EZE 


HAND_ TURNED 
FOOTWEAR 











catalog 4 














IN 
STOCK 


No. 252 
Black Kid blucher 
oxford; 25 last; 
leather lined; 
12/8 heel; rub- 


VAUGHAN TOWLE CO. 


A division of L, B, Evans’ Son Co, 
WAKEFIELD MASS. 








Garafola Employees Sign 
New Agreement 


Brooktyn, N. Y.—On March 26, Ga- 
rafola Bros. Shoe Company, Inc., of 200 
Tillary Street, held a meeting with the 
shop foreman and their entire shop 
crew to discuss the extension of a new 
shop agreement. At this meeting the 
employees unanimously agreed to renew 
the agreement for 1936 and 1937. 


Sterling Opens Boston Store 
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The new home of the Sterling Shoe Company of Providence, R. |., which recently 
opened in Boston. The interior combines simplicity with modernity which together 
make up an attractive addition to Boston's retail shoe shops. 


Boston, Mass.—The Sterling Shoe 
Company, which has operated a retail 
shoe store in Providence, R. I. for the 
last 12 years, recently opened another 
store in Boston, leasing the location on 
Temple Place once occupied by the 
former retail shoe firm of Jones, Peter- 
son & Newhall. The new Boston store 
is known merely as “Sterling’s” and is 
under the management of Frank Mc- 
Inerney. President of the company is 
I. P. Pearlman of Providence. Vitality 


shoes, made by the Vitality Shoe Com- 
pany, division of the International Shoe 
Co., are featured. 

The store has a striking front, a large 
area above the windows and over the 
entrance having been covered with 
black glass on which the store’s name 
and insignia have been applied in huge 
gold letters. Inside, the wood trim and 
seats are walnut, contrasting with 
cream-colored walls. Retail advertis- 
ing stresses the ability of the store’s 
personnel to fit properly. 





Obituary 


James Lucey 


NORTHAMPTON, Mass.—James Lucey, 
shoemaker-philosopher and friend of 
the late Calvin Coolidge, died Wednes- 
day, April 8, after a long illness at the 
age of 81. 

Mr. Lucey’s friendship with the 
former President began back in the days 
when Mr. Coolidge was a student at 
Amherst. He came into Mr. Lucey’s 
shop one day to have his shoes repaired 
and became impressed with the shoe- 
maker’s philosophic outlook of the home- 
spun variety. After their first meeting 
Mr. Coolidge came back often and their 
friendship flourished. When Mr. Cool- 
idge was a member of the Massa- 
chusetts Senate Mr. Lucey told him that 
if he really wanted to, he could be 
President of the United States. When 
in the White House, President Coolidge 
always averred that if it had not been 
for James Lucey, he would not be where 
he was. 

Mr. Lucey came to Northampton 
from Ireland 56 years ago and opened 
his small basement shoe shop. He once 


said: “Here I have my work; upstairs 





my boys and girls. What more could 
a man ask of life.” 

Mr. Lucey is survived by his widow, 
two sons, five daughters and eight 
grandchildren. 





Sattler's Installs Air Plant 


BuFFALO, N. Y.—Sattler’s, Inc., one 
of the largest retailers of men’s, wom- 
en’s and children’s shoes in the Broad- 
way-Fillmore community shopping dis- 
trict, is spending $150,000 for the 
installation of a modern air-condition- 
ing system for its store, it was an- 
nounced by Aaron Rabow, general 
merchandise manager. The system will 
be completed and ready for operation 
early in May. 

The company also is adding a third 
floor to a recently completed two-story 
addition on the Beck Street frontage of 
the store, the fourth major expansion 
program in the last three years which 
has been made necessary, Mr. Rabow 
explains, because of the rapid growth 
of the business. Sales volume, he says, 
has shown an increase every year since 
the start of the depression in 1929, with 
last year’s volume touching the highest 
peak in the 40-year history of the busi- 


ness. 
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Building Sales Volume by 
Specialty Promotion 


[CONTINUED FROM PAGE 42] 


has to sell. Such customers buy primarily from con- 
fidence and not because of price. This makes them 
feel it is their store. 

“People are really grateful for what a thoughtful 
shoeman can do in making feet feel better and in 
making permanent corrections. This is especially true 
in the case of mothers of young children, for they not 
only become our best customers, they also become our 
best advertising medium,” concluded Mr. Matchett. 





Max Algaze Opens Store 


Detroit—Max Algaze, representative of the Dia- 
mond Shoe Company, in the Griswold Building, has 
entered the retail field as well, opening the Times 
Square Shoe Company last week on Woodward Avenue 
near Vernor ‘Highway, as the city’s latest downtown 
store. It is understood that the store may be the first 
unit of a small local chain group. Joseph Shefsky is 
the manager of the store. 

The store has a bright two-toned green front, with 
the store name on the overhead panel in bright let- 
tering. A center entrance, with swell type windows, 
gives a modernistic effect to the front. The green is 
trimmed with white, on the lower panels especially. 

The store is a twenty-four chair shop, equipped with 
walnut chairs. Fittings generally are in ivory, with 
open stock, contrasting nicely with the light tan of 
the shoe boxes. Modernistic display fixtures in black 
and chrome finish are used. A large shadow stage is 
imbedded in the stacks of shoe stock at either side of 
the store, accentuating the importance of these displays. 

The atmosphere is enhanced by a slanting white- 
shingled roof, projecting outwards, at the rear of the 
store, with a pair of small dormers, giving the effect 
of actual house construction. This is a men’s store, 
and the atmosphere is completed by the use of smoker’s 
stands at intervals near the fitting chairs. 





Sport Shoes to Sell Earlier 


Detroit—“We expect sport shoes for men to sell 
a little earlier than usual this year,” Harry Rosenfeld, 
owner of Sibleys Boot Shop in the Fox Theater Build- 
ing, stated this week. “We plan to have them well 
under way by the first of May. Our customers already 
are showing considerable interest in them, and they 
are especially interested in the possibility of wider 
selection from pre-season offerings. 

“Colored buckskins will be an important item for 
men this year. We already have a window with nearly 
a dozen different varieties of shoes in these classes, in 
brown, grey, and black, which are attracting attention. 

“White shoes will start to sell about the first of 
May. Meanwhile, grey and brown, in sport types, are 
predominating in sales, with black considerably behind.” 








BURTON In Stock 


No. 1255—Black Kid, Grey Fancy Stitched. 
No. 1555—White Kid, Self Stitched. 
160 Last, 16/8 Cuban Covered Heel. 


=O RETAILERS.. WITH A POSITIVE PROFIT 


HOGE-MONTGOMERY CO. Ine. 


FRANKFORT KENTUCKY 











QUICK HELP FOR 
SHOE RETAILERS 


This is the first and only book of its kind; an en- 
cyclopedia of practicable, workable ideas for the alert, 
experienced merchant. Not a theory in the book—all 
“rock bottom” facts. ...It is NOT just another shoe 
book, but offers the shoe merchant the best ideas from 
almost the entire retailing field for instant adaptation 
to his requirements... . 


“2222 RETAILING IDEAS” 


Enables you to put ideas into action from the hour it reaches 
your hands. Concise, all ‘‘meat,’”’ it is ten 
books boiled down into one—a time-saver for 
the busy merchant, and a reminder of important 
details. Some of the 39 CHAPTERS— 


Ideas for Shoe Selling, Display, Stock-keeping 
Advertising Ideas 

Prize, Discount and Gift Ideas 

Unusual and Miscellaneous Ideas 
Management and Economy Ideas 
Merchandising Ideas 

Employer-Employee Ideas 

Ideas That Make Stores More Attractive 
Ideas That Attracted Christmas Crowds 
Ideas for Merchants Who Get Together 
Ideas to Attract Children 

Cash, Credit and Collection Ideas 
Anniversary Sale Ideas 


Spri ds Id 
39 Chapters $rrine Conese Taeas 
337 Pages Mailing List Ideas 
Dollar Day Ideas 
Mother’s Day Ideas 
3,00 Hosiery Ideas 
POST- 
PAID 2222 ideas, seven for a cent; one used 
Please re- 


mit with 
order 
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more than pays for the book 
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S Omaha, Nebraska 

= Exclusive Manufacturers 
2 Cataleg on Request 








ENGLISH 
RIDING 
BOOTS 


Tan or Black, 
for Ladies and Men 


Write for new catalogue to the 
English Bootmakers 


MANFIELD & SONS 
1636 Ranstead St., Phila., Pa. 
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New! INSTANT WHITE 


Works like magic. Dries 
instantly as smooth as velvet. 
A Headliner for All Smooth Leathers 


verett & Barron ( 


PROVIDENCE, R.|I. TORONTO, CAN. 





















Remodeled Haraldson's Opened 


La Crosse, Wis.—The modernized 
Haraldson Shoe Store at 1203 Cale- 
donia Street, staged its formal opening 
April 3. The front of the store has 
been remodeled and the interior reno- 
vated, John B, Haraldson, proprietor 
of the store, has been in the same 
location for the past 23 years. 
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On the Road With Shoes 


News of Travelers and Associations 


Division Sales Chiefs Promoted 


Sr. Louis—T. F. James, who has 
had full responsibility for sales for 
more than twenty years will, on May 
1, assume other important duties as 
vice-president of Brown Shoe Com- 





CLARK R. GAMBLE 


pany. He has appointed as his suc- 
cessors his two able associates over a 
period of many years Messrs. Clark 
R. Gamble and Gillett C. Welles, who 





GILLET C. WELLES 


will have full charge of the sales de- 
partment in the future. Mr. Gamble 
will be in charge of the Western Divi- 
sion and Mr. Welles in charge of the 
Eastern Division. 


Clark R. Gamble came with the com- 
pany as a young man after his return 
from the World War. He has been 
constantly connected with the sales 
department since that time and has 
built a host of friends for himself in 
the territories of which he had charge. 

Gillett C. Welles has been connected 
with Brown Shoe Company for a 
period of ten years as eastern sales 
manager, headquarters at Hudson, 
Ohio, and has established himself as 
being an aggressive sales manager, 
with many friends in the eastern part 
of the United States. 


N.S.T.A. Protests Fare 


Rate Postponement 
Boston, Mass.—The National Shoe 


Travelers Association which has been 
working for the reduction of railroad 
rates for many years past, has entered 
protest to the Interstate Commerce 
Commission against the postponement 
of the order as issued by the Interstate 
Commerce Commission which is to be- 
come effective June 2, as it is said that 
certain of the Eastern roads have peti- 
tioned the Federal Court for a post- 
ponement. 

The travelers maintain that with the 
new rate of two cents per mile, more 
men would be put on the road by manu- 
facturers and jobbers and _ business 
would naturally ensue to all. Further- 
more, it would give the smaller towns 
as well as the larger cities an oppor- 
tunity and chance of having personal 
contact with more traveling men, there- 
by being in closer touch with the market. 

It has been proven that on account 
of the excessive price of transportation, 
countless number of salesmen have 
been compelled to abandon making long 
trips and have been obliged to curtail 
their trips in number as well as in mile- 
age. 

This is among the reasons the mem- 
bers of the National Shoe Travelers 
Association feel that the order as issued 
for the reduced rates should stand as 
set by the Interstate Commerce Com- 
mission. 





Michigan Travelers Elect Officers 


DETROIT, MicH.—The Michigan Shoe 
Travelers Club at its meeting held 
April 4 at the Detroit-Leland Hotel 
and elected the following officers: 

President, F. J. McCloskey, of United 
States Rubber Company; vice-presi- 
dent, C. R. Armstrong, of Brown Shoe 
Company, Grand Rapids; treasurer, S. 
S. Weiss, Superior Shoe Company; sec- 
retary, H. A. Becher, Best Shoe Com- 
pany. 

The following were elected to the 
Board of Directors: Frank Huetter, of 
Conrad Shoe Company; Harold Meyer, 
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BIG PROFIT ITEM 


Anterior Adjustable Leather 
Arch Support and Heel Corrector 





Dr. Wood's Adjustable Arch Support is truly adjustable. 
Not only is it adapted for adjustment to any needs of the 
longitudinal arch, but also to the metatarsal arch. This 
support has a special pocket at the forward end which may 
remain flat when no metatarsal support is required or built 
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EXTRA FINE QUALITY PATTERNS TO ASSURE 
PIG LEATHER INSOLE SNUG-FIT AT ANKLE 
CELASTK TOE BOX SPECIAL CONSTRUCTED 
fi Y GENUINE PIG LEATHER 
IN HIGHGRADE COUNTER 
FOOTWEAR 















SCIENTIFIC SEWED 
HEEL SEAT 











VENTILATED 
FOUR_AR VENTS GIVE 
VENTILATION COCULATION = 


NEW SPRING 
AND ELASTICITY 
TO EVERY STEP 


100% NAIL.LESS HEEL 
SEAT, NO NAILS TO 
PUNCTURE FOOT 




































The RIGHT FEATURE shoe which has undergone the acid test 
of several years manufacture will produce REPEAT PROFITS 
for you. Nu-Matics with their patented, scientific, “cushion” 
and “nail-less” features are virtually non-competitive. Send 


is required at the metatarsal arch. 


up by the insertion of specially shaped pads when elevation 


Designed to act as a mild expedient in relieving the early stages of foot 
lki or at, ai is Adinuaetahl 


for our Catalog of Men’s and Women’s Shoes. Beware of 











strain and fatigue due to 


SIZES: 
Women’s—2-3, 4-5, 6-7, 8-9, 
Wide and Narrow. 


Wholesale - - $24.00 per doz. pairs Retail 


219 W. Chicago Avenue .. .- 





to meet various conditions and types of feet. Made of the finest quality 
ial tan leather, carefully stitched and formed to meet the contour of 
the foot and shoe. Adjusting pads accompany each pair. 


Men’s—6-7, 8-9, 10-11, 12-13, 
Wide and Narrow. 


SEND FOR NEW CATALOG 


SHOE SUNDRIES, INC. 


Exclusive Distributors of Dr. Wood’s and Arrowsmith Foot Specialties 


Kohn 


« = 2 =» $3.50 per pair pes 








CHICAGO, ILL. 


a] 








CUSHIONED SHOES 


_ Exclusively Manufactured by Rohn Nu-Matie Shoe Mig. Co., 512 W. Florida SL, Milwaukee, Wis. 


Sal : Choice territories open. 


ROHN SHOE MFG. CO. 
512 W. Florida St., Milwaukee, Wis. 


Uu Matic 
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of Friedman Shelby Shoe Company; 
Charles Harris, of Goodrich Rubber 
Company; Sam Tenzer, of Weyenberg 
Shoe Company; Louis Strickland, of 
Credit-Cash-Carry Shoe Company; I. 
Warshawsky, of United States Rubber 
Company; and David Brown, of M. J. 
Saks. 

These are the first officers to be 
elected permanently by the new Club. 

The next meeting will be held on a 
Friday evening, the date unselected, 
and will be a smoker. This will be the 
first general social entertainment of the 
club’s history. 


M. Solomon Takes Posner Line 


PHILADELPHIA, Pa.—Meyer Solomon 


has joined the sales staff of Dr. A. Pos- 
ner Shoes, Inc. Mr. Solomon will repre- 


sent Dr. Posner Shoes in Philadelphia 


and Eastern Pennsylvania, Baltimore 


and Washington. He will maintain an 
office in the Central Trust Building, 


Fourth and Market Streets, Philadel- 
phia, Room 408. 


Chicago Travelers to 
Stage Shoe Show 


Cuicaco—An_ exposition and shoe 
show will be held under the auspices 
of the Chicago Shoe Travelers’ Asso- 
ciation at the Morrison Hotel, on June 


8, 9 and 10. They will have a banquet 
on the evening of June 9 from 7:30 
to 10:30, with a runway, models, 
music, etc. 

There will be no fee, and no advance 
in room rates at the Morrison. The 
regular room rates will prevail. The 
Chicago Shoe Travelers’ Association 
have the hearty cooperation of the 
Chicago Association of Commerce. 





Good Business in Good Shoes 


Los ANGELES, CAL.—With a trunk 
full of brand new late Spring samples 
of Edwin Clapp shoes, G. Forde John- 
sen has gone on his regular Spring trip 
through the Northwest, Utah and 
Colorado. 

Mr. Johnsen anticipates a very prof- 
itable trip, due to the greatly increased 
interest being felt here on the West 
Coast in the top grades of men’s shoes. 


Web McCarthy Makes Change 


Los ANGELES, CALIF.—After repre- 
senting the Brown Shoe Company on 
the West Coast for the past 18 years, 
Web McCarthy has now taken on the 
Holmes-Bohr line of womens’ popular 
priced novelties. His territory will in- 
clude all cities from Denver, west. 
Headquarters will be maintained in this 
town. 



























E. J. Hartung Visits Mexico 


Mexico Citry—E. J. Hartung, vice- 
president of Dr. Scholl’s Foot Comfort 
Shops, Inc., has just about completed 
a 30-day tour, with most of his time 
spent in Mexico, and especially Mexico 
City, in order to check up on business 
conditions and requirements for the 
Dr. Scholl Foot Comfort Shop there. 
This shop is as modern and abreast of 
the times as the finest Dr. Scholl Shops 
in the United States. Mr. Hartung in- 
troduced modern methods of shoe fit- 
ting, display, advertising and merchan- 
dising in the Mexico City shop of Dr. 
Scholl. He is now terminating his 
visit with a stopover at Los Angeles 
to visit the Dr. Scholl Shop there, 
from which point he will return to 
Chicago. 


Announces English Lincensees 

NEW YORK.—Herman Delman, presi- 
dent of Delman, Incorporated, returned 
from London recently and announced 
the addition of nine new Del-Mac licen- 
sees in England. The firms are listed 
as follows: H. & M. Rayne, Ltd., Lon- 
don; Lotus, Ltd., Stone; Padmore & 
Barnes, Ltd., Northampton; Church & 
Co., Northampton; Bally & Haldinsten, 
Ltd., Norwich; J. Marlow & Sons, 
Northampton; The Hutton Welted Foot- 
wear, Ltd., Northampton; Liberty 
Shoes, Ltd., Leicester; Gidley Wright, 
Ltd., Leicester. 7 
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Dancing Shoes and Taps 
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Pat. Tap Slippers 


IN STOCK 


1.35 
ALSO LOWER GRADES 


SCHWARTZ & HERDER, INC., MFGRS. 
70-72 N. 4th St. Philadelphia, Pa. 

























40c 


per pair 
Less 2% 
Ten Days, 
Net 30 





@ In stock—all colors, complete 
sizes 6 to 13 and 1 to 10 
@ Exclusive glove-fitting features 
@ Of finest Elk skin obtainable 
with pliable heavy Elk soles 
@ Packed in individual cartons 
Write for catalog of complete line 
—all superb values 
PRIMA THEATRICAL CO. | 
Dept. B418, Columbus, Ohio 















“HOME OF QUALITY’ 


TAP 
DANCE 
SHOES 


Stock 


BLACK CALF 
PAT. LEATHER 


Women’s 
A-B-C 22-8 
$1.55 


Misses’ 
A-B-C 11-2 
$1.45 


OweENS SHOE Co. 


28 Goodhue St., Salem, Mass. 

















C. S. Hoar Elected 
Heywood Director 


WorCESTER, Mass.—Charles S. Hoar, 
for many years sales manager of the 
Heywood Boot & Shoe Co., local shoe 
manufacturers, has been elevated to 
the post of assistant treasurer and 
made a director. 

Chester D. Heywood, assistant-trea- 
surer, has been made vice-president. 
Bertram S. Newell will continue as 
treasurer and Albert S. Heywood as 
president. 





Guy Tompkins Joins Famous Barr 


St. Louis, Mo.—Guy Tompkins who 
was for years associated with Maurice 
Yoskin in the children’s department at 
Geuting’s in Philadelphia, has rejoined 
Mr. Yoskin at the Famous Barr Com- 
pany and is in charge of the children’s 
shoe department in that store. Mr. 





. 


GUY TOMPKINS 


Yoskin says that it is with particular 
pride that he is able to have Mr. Tomp- 
kins again with him. 

A point of interest is that Mr. Tomp- 
kins’ father many years ago bought 
children’s shoes for Anthony Geuting, 
president of Geuting’s, when Mr. Geu- 
ting was in charge of a shoe department 
in Gimbel’s Philadelphia store. Guy 
Tompkins later joined Geuting’s as as- 
sistant to Mr. Yoskin in the Juvenile 
Division of that store where he has been 
until his recent change. 

Mr. Yoskin also announces the ap- 
pointment of Louis Schaefer as assist- 
ant in charge of the Sorority House. 
Mannie Saifer, formerly manager of 
the Sorority House in the Famous Barr 
store, has become associated with Paul 
Berwald of the Senack Company. 

Other changes recently made at 
Famous Barr have brought Oscar Korn- 
blatt and William Michaels to the front 
as assistants to Mr. Yoskin on high- 
grade womens’ shoes. Phillip Wolff 
has been appointed manager of the 
Paragon popular price department. 





J.P. Smith Mails In-Stock Catalog 


CHIcAGo, ILL.—The J. P. Smith Shoe 
Company have just mailed to their trade 
their new 1936 in-stock catalog of Smith 
Smart Shoes for Men. The catalog is 
illustrated throughout in the natural 
colors of the shoes with one shoe being 
shown to a page. Each shoe is shown 
two ways one being a full profile illus- 
tration and the other a head on illustra- 
tion of the toe and vamp. Merchants 
are finding a wealth of good material in 
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this interesting catalog. If you have 
not received your copy a letter to the 
J. P. Smith Shoe Company is all that 
is necessary to be assured of getting 
one. The new 1936 in-stock catalog of 
Archsmith Syncro-F lex shoes and Smith 
Smart Shoes for women, beautifully 
illustrated in color, brings to the dealer 
the complete story of women’s in-stock 
footwear as manufactured by the J. P. 
Smith Shoe Co. 


To Manufacture Stitchdowns 


St. Louis.—The Chester A. Yard 
Company of 719 S. Sarah Street, com- 
mission agents and manufacturers of 
shoe ornaments, are equipp:ng their 
plant for the manufacturing of chil- 
dren’s stitchdown shoes. 

The line will be of high quality and 
will be made in sizes from 2 to 8. The 
plant has been done over thoroughly, 
and is light and modern in every re- 
spect. 





CHESTER A. YARD 


Mr. Yard has been associated with 
the shoe industry since the early part 
of 1914, having spent the first six years 
of his shoe career with the Johansen 
Bros. Shoe Company. Since that time 
he has engaged in the commission and 
jobber’s business, serving the shoe 
manufacturers with raw materials. At 
present, his concern represents the 
Spaulding Fibre Company of North 
Rochester, New Hampshire, the Ameri- 
can Ribbon Manufacturers, Inc. of New 
York City, and the United Stay Com- 
pany of Cambridge, Mass. 

For the past eight years he has had 
as associates, his brother Truman L. 
Yard, and W. E. McDowell, who joined 
him at the time he entered the bow and 
ornament field. 

A partnership has been formed and 
the business will continue to operate 
under the name of Chester A. Yard 
Company. It is composed of Chester A. 
Yard, Truman L. Yard and W. E. Mc- 
Dowell. 
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LEONARD HICKS—MANAGING DIRECTOR a c the 


HOTEL MORRISON 
CHICAGO 


June 1-2-3-4-5 


Endorsed by the Chicago Shoe Travelers’ Association 
15,000 shoe buyers are being invited to attend by personal letter 


@ This is a “no profit” show conducted for the good of shoe 
manufacturers, wholesalers and buyers. There is no par- 
ticipation fee. 


@ There will be no overcharge on any display room or sleep- 
ing room during this show. No extras of any kind. Regu- 
lar rates will prevail throughout this buyers’ week. 


@ The industry’s approval of this new, non-profit way of 
running a show for shoemen is demonstrated by the flood 
of unsolicited reservations. More than one-half of the 
available space is now taken. Early reservation of dis- 
play and sleeping rooms is necessary. 


oe**WRITE**°: 


OFFICE: 125 LINCOLN ST., BOSTON, MASS.—Tel. Liberty 1471 HOTEL MORRISON, CHICAGO, ILL. 















When writing advertisers please mention Boot and Shoe Recorder 
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BALLET SLIPPERS 


Right and Left. Lasts 


0. 
Wom. Miss Child. 
$1.20 $1.15 $1.10 
BROOKS SHOE MFG. CO. 
Swanson and Ritner, Philadelphia 
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Dancing Shoes and Taps 
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TAP DANCING 
THEO SLIPPER 


PATENT LEATHER 










IN-STOCK 
1305—Child’s, 8//11..$1.00 
1306—Misses’, 1 1'/2/3. . $1.05 


1307—Growing Girls’, 
32/8 


Better 
Ballet yl — In-stock for immediate 
delivery. 


BLOG SHOE CO., INC. 


rade Tap, also soft and hard toe 


147 DUANE ST. NEW YORK CITY 
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Sport Shoe Leathers 
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An Aniline dyed heavy sueded leather 
for men’s and women’s sport shoes. 


SLATTERY BROS. 


TANNING CO. 
SALEM, MASS. 


210 SOUTH ST. 
BOSTON,MASS. 








Hollywood Store Remodels 


HoLLywoop, CALIF.— Meyer’s Shoe 
Store located at 6522 Hollywood Boule- 
vard, is to start immediately on a re- 
modelling program. This will include 
new windows, Neon sign, new carpets 
and a general redecorating job all 
through the store. The windows are to 
be brought back six feet, giving the 
store plenty of display space in which 
to feature the several famous brands of 
shoes carried. 
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Cincinnati Expects Big Shoe Fair 


More Than Seventy-five Shoe Manufacturers and Wholesalers to 
Show Lines June 14, 15 and 16 


CINCINNATI, OHIO— More than 75 
shoe manufacturers and wholesalers 
have already made reservations for 
exhibition space at The Midwest Shoe 
Fair, sponsored by the Ohio Shoe Re- 
tailers’ Association, which is to be held 
at the Netherland Plaza Hotel in Cin- 
cinnati, June 14, 15 and 16. Indica- 
tions point to a large attendance of 
retailers and buyers. 

Plans for the Fair are being rapidly 
rounded into shape, according to Ira 
M. Longini, publicity chairman, and 
the various committees having charge 
of preparations for the event have had 
a number of enthusiastic meetings. 
They feel that definite progress is be- 
ing made and that the Fair will be the 


largest and most successful gathering 
of shoe men held in this section in 
many years. 

A program of unusual interest is 
promised, including meetings, where 
problems of special interest to retail 
shoe merchants and the trade generally 
will be discussed, dinners, an elaborate 
style show and high-class professional 
entertainment. The Netherland-Plaza 
is an air-conditioned hotel, assuring 
the comfort of all who attend the Fair, 
regardless of weather conditions. 

Frank J. Weber is chairman of The 
Midwest Shoe Fair; Joe Smith is vice- 
chairman; Edward C. Horn, secretary; 
George Dohrman, treasurer. Clarence 
R. Faflik, of Cleveland, is president of 
the Ohio Shoe Retailers’ Association. 





Thrills in Fishing Trip 
Among Florida Keys 


Fort LAUDERDALE, FLA.—William J. 
DeWitt, president of the Shoe Form Co. 
of Auburn, N. Y., who has been spend- 
ing the past several months in Florida, 
tells some tall stories of his fishing ex- 





William J. DeWitt (left) and Dr. 
Raymond F. Johnson on the deck of 
the Caroline. 


periences among the Florida keys. Put- 
ting in at Fort Lauderdale recently on 
the 34-foot cabin cruiser Caroline, Mr. 
DeWitt described his adventures in the 
recent hurricane that swept the penin- 
sula as follows: 

“It was 3 a. m., in the Gulf of Mexico, 
the wind was blowing a gale and the 
rain was coming down in torrents, when 
the ‘Caroline’s’ skipper yelled, ‘Mr. De- 
Witt, the anchor is dragging—I think 
you better start the enigne.’ It was 
rather a rough awakening. Doc said 





I did not wait to awake, but made the 
distance from my bunk to the motor in 
less than three jumps. After getting 
fully alert to the situation, and fol- 
lowing a brief discussion with the skip- 
per, we decided to try and ride out the 
storm by letting out about 60 to 70 feet 
more anchor rope. Then, if it did not 
hold, to start the engine. Where we 
would go, I don’t know, because all we 
could see was rain, waves, and wind, 
and as there was no light on the com- 
pass, it would have been almost impos- 
sible to read it. 

“Well, the anchor held us finally, 
about 500 yards from some coral reefs 
and we rode out the storm. At break 
of day, we started the motor, pulled 
anchor, rolled, dipped and splashed our 
way into Marathon Knights Key har- 
bor, the entrance of which must have 
been splashed out by a drunken fish—it 
is so crooked. 

“The next day we spent in an old 
fish house, partly wrecked by the storm 
of last November, trying to dry out our- 
selves, and the boat. That was Monday. 
Tuesday noon out we went and in a 
short time hooked and landed a 40 
pound amberjack, and soon had a larger 
one on the line. Also, in the distance 
we observed a twister, curling mega- 
phonelike from the south. The storm 
was coming toward the boat fast, but 
Mr. Amberjack seemed to prefer his 
natural surroundings and several times, 
when reeling in nearly all of our 300 
yards of line, he took it all out. 

“After three-quarter’s of an hour of 
this tag playing, the lad, Frank, turned 
the rod over to the skipper, who pumped 
him in. 

“As the twister was upon us, I was 
about ready to cut the line and Doc 
said, ‘Let’s go.’ We finally made a 
touchdown in Knights Key harbor, at 
the old fish house, and the next morning 
started for Miami, anchoring at Barnes 
Sound Bay that night, and finishing the 
trip to our home port, Fort Lauderdale, 
Thursday afternoon.” 
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Merchants Report Peak Sales 


[CONTINUED FROM PAGE 36] 


strong pastel sales later. Weather of- 
fered some interference during Easter 
week.” 


ROBINSON SHOE CO., Kansas City, 

Mo. 

“Easter business better than last 
year. Colors in women’s sold in order 
given—black, blue, gray, brown, Brit- 
ish. Materials—kidskin first, then gab- 
ardine, suedes, patents. All heels in 
picture. Square toe fair. Wide strap 
predominating style. Volume prices 
two ninety-eight to six fifty. Men’s vol- 
ume prices—three fifty and five dollars 
with black leading—tans improving. 
Warm weather last two days before 
Easter produced sales on whites—both 
men’s and women’s.” 


Lee Bingell Goes with Teeple 


WAUPUN, Wis.—Lee E. Bingell, who 
has been with the Excelsior Shoe Co., 
of Portsmouth, Ohio, for about twenty 
years, has joined the Teeple Shoe Co. 
organization, covering the states of 
Pennsylvania, Maryland and West Vir- 
ginia, also Washington, D. C., Cleve- 
land, Akron, Youngstown and other 
places in eastern Ohio. Mr. Bingell has 
been associated with boys’ shoes for 
many years and is considered one of the 
best informed salesmen in the coun- 
try on this line of merchandise. 


Harry L. Tomes 


St. Louis.—Harry L. Tomes, for- 
mer president of the Hamilton-Brown 
Shoe Co., died April 6 at Missouri Bap- 
tist Hospital of influenza complicated 
by heart disease. He was 61 years 
old. 

Mr. Tomes took charge of the Ham- 
ilton-Brown firm as general manager 
in November, 1930, and a few months 
later was elected its president. In 
August, 1934, he resigned because of 
ill health, but he continued, until his 
death, as a member of the board of 
directors. 
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Born in Jefferson City, Mr. Tomes 
came to St. Louis in 1901 as an ex- 
ecutive for the Friedman-Shelby Shoe 
Co. 

Funeral services were held at the 
family residence, 6249 Waterman Ave- 
nue. Surviving are his widow, a son, 
John R. Tomes, who is a department 
manager for the Hamilton-Brown com- 
pany, and a sister, Mrs. Anne Tomes 
Dunn. 





Hosiery Plant Reopens after Flood 


NORTHAMPTON, MAss. — Ernest M. 
Torbet, manager of the Propper- 
McCallum Hosiery Company, an- 
nounces that the company has resumed 
operations in some of its departments 
here. The-hosiery plant was twice hit 
by flood, first by the backing up of 
waters caused by the early ice jam, 
and again last week by the flood waters 
of the Miller River, and there is still 
much cleaning up to do. 





Don't Put Two Strikes on Yourself 


[CONTINUED FROM PAGE 34] 


dealer gets a receipt for all items 
paid from petty cash and attaches it 
to the daily report. Bills for shoes, 
rent and other items are paid by 
voucher check. However, if he does 
not thoroughly understand how to 
make the “distribution” on the voucher 
he just leaves it blank. At the end of 
the month the auditor will know from 
the nature of the check where it should 
be charged. 

The next question is stock. Again 
Mr. Musebeck relies on a budget. He 
has prepared a model opening stock 
schedule which calls for 473 pairs at 
a cost of $2,450.90. Just one pair of 
a size to begin with. 

“Still,” he says, “we have had a 
number of shops that started with 
only $2,000 or even less. They, of 
course, fill in and double on the middle 
sizes where they find their sales ac- 
tive, but not until this has been proved. 
We believe a shoe retailer should creep 
before he walks, when it comes to fill- 
ing up his store with shoes. 
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Pumps in Stock 


O66 a 










THIS 
STICKER 


goes on 
°8% of all 
invoices for 


Oveca ben Pumps 


17/8 SEAMLESS 
At = ay Patent 

1242—Blue Kid 
1442—Black Baby 


5442—Brown Kid 
3442—White Grain 
Kid 


20/8 SEAMLESS 
6421—Black Patent 
1221—Blue Kid 
7421—Black Baby Calf 
1321—Brown 
5421—White Grain Kid 
8421—White Crepe 
1021—Black Crepe 

20/8 D'ORSAY 
ea Patent pas Toe 


IN STOCK $3.25 
GREGORY & READ CO. 


LYNN MASS. 











“The proof of the pudding about 
budgeting is that it works. We have 
several accounts who, after operating 
on a budget basis for a few months, 
were able to go to the bank and bor- 
row from $1,200 to $2,000 with which 
to increase their purchases and to dis- 
count bills. They could do this, not 
because they were handling our shoes 
instead of someone else’s, but because 
their budgets showed the bankers that 
they were operating on a money mak- 
ing basis, and their figures showed 
they had exceeded their six-pair-a-day 
average, resulting in a need for a 
larger inventory. 

“In a general report on profits and 
industry for 1935, it was interesting 
to note that practically every unit that 
showed a profit did so because it was 
operated on a monthly operating state- 
ment basis against a budget. Put me 
down as saying the greatest need for 
the shoe retailers of this country is 
this: A working budget for every re- 
tailer, intelligently planned and faith- 
fully followed.” 
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“Chain Store Efficiency 


are made available 
to independent retailers in the 


Recorder’s Stock Record System 


(either in cards or book form) 


Samples on Request 


MERCHANT’S SERVICE DEPT. 
209 So. State St., Chicago, IIl. 


Oo 











Say "Hello" to a 
good "Buy"! Stay 
at this New 26- 
story hotel... @ 
coast-to-coast pat- 
ronage Is your. as- 
surance = ane oo 
tion. 

SQUARE” *., ‘all 
"ROUND you—just 
a stone's throw to 
"Radio City,” 69 
theatres and rail- 
road terminals. 
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45th Street, Just West of Tim 


























New York City 





Bright, quiet, rich- 
ly urnished ‘rooms 
with baths —deep, 
soft ‘'sleepyhead' 
beds and all ol 
the-minute conve- 
niences. Rates be- 

in as low as $2.50 

single—$3.50 doub- 
le. Write for reser- 
vations to insure 
choice accommo- 
dations. Ask for 
free "Guide-Map" 
of N. Y. C. 
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STEWART & POTTER COMPANY, BROOKLYN, NEW YORK 


STYLE — SERVICE — FIT 


are indispensable factors in Last Making. For 

















over fifty years, Stewart and Potter Company 
have maintained an acknowledged leader- 


ship in this art. 


Leading Shoe Manufacturers and Retailers 
know that shoes made over these lasts are 


foot fitters and always properly styled. 





THE LAST WORD 


UNITED | 








L—UNITED LAST COMPANY— 


140 FEDERAL STREET, BOSTON, MASS.———— 


When writing advertisers please mention Boot and Shoe Recorder 
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REGIONAL /S SERVICE 
IN 


The individual and collective experience and 
facilities of these manufacturing units 


are constantly available to the Shoe Industry 


FITZ BROS. CO. 
AUBURN, MAINE 

T. W. GARDINER CO. 
LYNN, MASS. ST. LOUIS, MO. 

UNITED LAST CO. f KRENTLER BROS. CO. 
BROCKTON, MASS. MILWAUKEE, WIS. 

STEWART & PoTTERCO, THE LAST WORD ynitep tastco., trp. 


BROOKLYN, N.Y. U N | T FE D MONTREAL, P. Q. 


EMPIRE LAST WORKS 
ROCHESTER, N. Y. 


KRENTLER BROS. CO. 





UNITED LAST COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 


When writing advertisers please mention Boot and Shoe Recorder 
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Uyssifud and Moat Af 





SALESMEN WANTED 





POSITION WANTED 








leather shoes retailing at $5. 


THIS MESSAGE 


is addressed to alert, live retailers in the Chicago, Detroit, Cleveland or Twin Cities 
area who can do a good job selling a fine line of men’s well styled flexible, all 
50—a range of sizes 5 to 14, AAA to E wide. If you 
measure up to our requirements there is no investment on your part. Tell us all 
about yourself in first letter and our profitable plan will be explained to you. 


Address E-718, care BOOT & SHOE RECORDER, 209 South State St., Chicago, Ill. 








Salesmen calling on retail trade 
offered unusual opportunity, big com- 
missions, selling new featherweight 
strapless rubbers. Amazingly com- 
pact in small suede pouch. Weighs 
one ounce and fits pocketbook like 
vanity case. Offers instant protection 
against sudden showers. Wonderful 
non-conflicting side jine. State terri- 
tory and references. 


QUENNARD LATEX PRODUCTS 


11 West 42nd Street, New York City 








The Fastest Selling Slipper and Sandal 
line in the country needs Salesmen for 
New York State, Pennsylvania, Ohio, 
Wisconsin, Iowa and Nebraska, 
Straight Commission. 


THE GEO. N. COHEN CO. 


* Slippers and Sandals always at less 
S81 Reade St. New York City 











SHOE salesman desiring a pocket side line 
from which to establish a good paying in- 
86 Ellicott St., Buffalo, 


come, write J. S., 
N. Y. 





SALESMAN, Virginia, Ohio, popular price 
Misses’ and Children’s McKays, Stitch downs 
and Pre Welts, also flaties, beach sandals. In 
stock by Eastern wholesaler, may be carried 
as side line. Address E-722, care Boot & Shoe 
Te” 239 West 39th Street, New York, 
N. 


FSTASLISHED Spat Manufacturer has good 
territories open. Liberal Commissions to 
salesman with following among Retail, De- 
partment Store and Wholesale buyers. Refer- 
ence and full details. Address E-712, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, s: ee 








LIPPER Salesmen for high grade line of 

soft-soles. Want men living in territory, with 
following among Department stores and large 
Chain outfits. All territories open. Address 
E-714, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 





A Real Opportunity 


to associate yourself with one of St. Louis’ 
largest general line shoe houses. 

If you are an experienced retail shoe 
man, not over thirty-three years of age, 
progressive and anxious to get ahead, if 
you know how to merchandise a complete 
line, have some experience in advertising, 
window trimming and buying—you are 
the man we are looking for. 

If you have a clear picture of the shift 
taking place in types of outlets and 
sources of supply, we can meet the situa- 
tion if you have the ability to study and 
work, 

Several territories open with established 
business; prefer men with wide acquaint- 
ances or following. 

Address E-717, care 
BOOT & SHOE RECORDER, 


1627 Locust Street, 
St. Louis, Mo. 











ALESMEN: Two territories open 
DV ONIA WW WEST cet ae E KENTUCKY; 
CARGE I MANUFACTURERS, ory en. 
DOWNS, PREWELTS AND SHADOWELTS, 


MISSION BASIS PAID ) TWICE MONTHLY 
AGAINST SHIPMENTS; UST BE ABLE 
TO FINANCE YOURSE ive HAVE CON. 
NECTIONS WITH LARGE Or hae 
EXPERIENCE SELLING VOLUM 
WRITE GIVING COMPLETE PA RTCG: 
LARS AND REFERENCES. Address E-716, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 





WANTED: Salesmen to carry line Infants’ 
Prewelts and Men’s Beach Sandals, com- 
mission basis. The Kepner Scott Shoe Co., 
Orwigsburg, Pa. 





ALESMEN to sell fast selling line shoe- 

dressing (Carnation White, Whitem, and 
Leather Glo) to shoe stores, dept. stores, drug 
stores, etc., in Chicago territory and _ central 
states. 12% commission, Go-getter can make 
good money in next few months. Sampson 
Chemical Co., 3713 Roosevelt Rd., Chicago. 








FOR LEASE 


FULty., EQUIPPED STORE, formerly UlIl- 

man’s in Queens Village. ‘Address 222-18 
93rd Avenue. Queens Village, L. I. Phone 
Hollis 5-9298 








Store Manager—Shoe Buyer, 20 

ears’ experience in Women’s, 

en’s, and Children’s shoes in one 
of the largest family type shoe 
stores in the U. S. A. Thoroughly 
experienced in stock control and 
personal work. Capable of train- 
ing and directing a sales force. Now 
employed. Available on reasonable 
notice for shoe or department store. 
Middle West preferred. Married. 
Good personality. References fur- 
nished. 

Address E-713 Care 
BOOT & SHOE RECORDER 


209 South State St., Chicago, Ill. 











SHOE salesman, novelty and orthopedic fitter. 
15 years’ experience, shoe and last designer, 
knows orthopedic constructions. Department 
store experience. Address E-721, care Boot 
Shoe Recorder, 239 West 39th Street, New 
York, N. Y 





MANAGER OR ASSISTANT. Twelve years’ 
successful shoe experience. Know modern 
methods of successful store operation. Seven 
years with present employer, three years as as- 
sistant manager, one of America’s most success- 
ful stores. Desire connection with progressive 
concern that affords opportunities. Ao 31, mar- 
ried. Address E-720, care Boot & Shoe Re- 
corder, 239 West 39th Street, New York, N. Y. 





VAILABLE now—experienced shoe buyer, 36 

years of age and married. I have owned 
and bought for three stores selling medium 
and high grade footwear for ladies. Address 
E-715, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 





LINE WANTED 


SALESMAN—Good following chain shoe stores, 
shoe and leather findings, jobbers and other 
chain stores in New York City, New England, 
Philadelphia, Baltimore. Desires any good line 
suitable for this trade. Address E-719, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y 








TO LEASE 














ADIES’ Shoe Department, popular priced 

shoes, on percentage basis to live operator. 
No minimum guarantee necessary. Volume 
over 30,000. Good Indiana town—population 
15,000. Completely equipped Grand Rapids’ 
fixtures. Address Box E-723, care Boot & Shoe 
Recorder, 209 So. State St., Chicago, Ill. 





mum charge 75 cents. 
address should be counted. 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. Mini- 
For all other classified advertisements the rate is 7 cents per word. Minimum charge, $1.25. 


When a box number is desired twelve words should be added for the address. In all other cases each word of the 


The rate for all display classified advertisements is $5.00 an inch with a maximum of 45 words. 
Classified advertising is payable in advance. 
{=> Advertisements for this page must be in our New York office on Friday of the week preceding publication. “Seg 
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FOR RENT 








WANTED TO PURCHASE 








SHOE DEPARTMENT 
FOR RENT 
In Large Southern City 


A completely modernized building 
brought up-to-the-minute for a ladies’ 
department store handling popular- 
priced merchandise. A 100% location 
right in the heart of shopping district. 

A rare opportunity for a live-wire 
operator or chain organization. Every 
co-operation. Interview may be ar- 
ranged at convenience of applicant. 
Write, 

Box 873, REALSERVICE, 
15 East 40th St., New York City 





WE BUY 
Entire or Surplus Wholesale and Retail 
Stocks. Also Branded Shoes such as 
Walk-Over, Florsheim, Enna-Jettick, Vital- 
ity, Arch Preserver, Queen Quality, Bos- 
tonians, Stetson, Red Cross, Nunn Bush, Ete. 
IRVIN RUBIN 
“The House of Jobs’’ 
89 Reade St. Cor. Church 
Phone Barclay 7-7887 New York City 














CASH FOR BRANDED SHOES 


Men’s, Women’s—Factory or Retail 


Wanted: Red Cross, Florsheim. Arch Preserver, 
Enna Jettick, etc., Nunn-Bush, Bos- 
tonian, Walk-Over, etc. 


BARIS SHOE COMPANY, Inc. 
79 READE STREET, NEW YORK 
Telephones WORTH 2-5180, 5181 








FOR LEASE OR SALE 








Buyers of Surplus Stocks 





BUSINESS OPPORTUNITY 














Gees FACTORY, at Selinsgrove, Pa. Firm 
in liquidation. Land, buildings, equipment, 
Sell or lease within thirty days. Labor and 
operating conditions ened Sprinkler risk. Com- 
munity cooperation. T. J. Purdy, Sunbury, Pa. 


We will buy surplus or entire stocks of shoes 
from manufacturers, jobbers or retailers. 
QUANTITY NO OBJECT 


KIRSCH-BLACHER CO., Inc. 










MERCHANTS’ NEEDS 


106 Duane St. New York 





Phone WOrth 2-5377 and 5378 
















MONEY 
IN FOOT CORRECTION! 
\ 





E eT 
in en 


A ‘“‘Technopedic System of Foot Correction" 
office or department will make money for you. 
Many successful offices throughout the coun- 
try. Technoped machines, complete equip- 
ment, home study course and diplomas on com- 
pletion at low cost. Easy terms. Write. 


TECHNOPEDIC INSTITUTE 


665 BROAD STREET NEWARK, N. J. 




















NOW READY . . . CATALOGUE No. 32 


Write for copy and details 
WEAVCO INTERNATIONAL, INC. 


Manufacturers 


SHOW WINDOW DISPLAY EQUIPMENT 


214 Institute Place, Chicago Ill. 


MERCHANTS’ NEEDS 











M. D. Pollinger Co. 


8T. LOUIS Mo. 


$4.00 





Gross , 
$2.25 for Price Tickets 
HALF GROSS 





Tilts at Any Angle 





HOLLAND BLDG. 


Pouy Cup 











THE METZ HEEL CONFORMER 


Inventors and Originators 
of the Famous Device 
U. S. Patent No. 2001069 


Other foreign patents 








Model AN $19. 50 F.0.B. Paterson 


ithout adjustable dial $15.50 


“Makes Shoes Fit At A Profit" 
The t pr i made possi- 
ble, by my 22 _— > for the HE EEL CON- 
FORMER, 2a substantial reduetion In price, 


Greater profits and improved service now available 
at low cost. 


Metzlotion especially adapted for treating 
Leather. 
METZ DEVICE CO. 
203 Market St. Paterson, N. J. 








_ INCREASE 


YOUR SALES 
33% 
WITH 


SCIENTIFIC 
SHOE FITTING 


THE BRANNOCK DEVICE 


Builds Sales + Saves Time - Simple - Accurate 
Arch Length - Toe Length - Width - ALL at once. 
“I can truthfully say it is the “most accurate 
measuring device I have ever used . . . I would 
recommend the Brannock Device to anyone wishing 
quick accurate fitting.’’ J. Madden, 
Vulcan Last Corp. 
Hundreds of dealers are increasing sales and build- 
ing a reputation for expert fitting with the Brannock. 
Write for Descriptive Folder 

and list of shoe factories offering Brannock Devices 
at special cooperative price. 


THE BRANNOCK DEVICE CO. 
SYRACUSE, N. Y. 














SHOE STRETCHER 


HOTELS 








‘ee ae ae 
Convenient To 


Leather Center 













Ideally situated 
in the Loop, the 
BISMARCK HOTEL 
is just a few 


stepsfromevery- 
thing of impor- 
tancein Chicago. 


= 





Served by a staff 
that anticipates 
your every wish, 
guest rooms offer 
the ultimate in ex- 
cellent living... 





















Famed dance 
orchestras and 
sparkling floor 
shows await 
you in the 
sophisticated 
Walnut Room. 






Rooms, 
$2.50 up 


BIS NiW:V.a4 4 


a ROM & —a & 
RANDOLPHATLASALLE~ECLT TCA GO 

















VAMP RAISER and LENGTHENER 


Should be in every shoe store. 
correet: 


ht-fitting shoes. Raises ‘om throat t 


tip. Longthows too short shoes. Made “ot | eat and toughest 
grade of steel, nickel plated. For sale by shoe findings 
jobbers and wholesale. shoe houses everywhere, or send 
your order direct 


$5.00 COMPLETE 


with 3 sizes 
of Last 


NU-WAY SHOE STRETCHER CO. 
4367 Duncan Ave. 


Relieves and permancatiy 


. Louis 














Nankin Opens New Branch 
FLA. — Nankin Shoe Store, 
Inc., has opened another store in its 
chain, this time in Miami Beach on 
fashionable Lincoln Road. The new 
shop has been named “Franklin Shoe 
Salon”. 


MIAMI, 
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How Is Your Game? 


Did you tee off in good form this 
morning? 
Did you tackle your work in a way 
That will win, with a good, honest 
effort? 
How is your game today? 


Are you keeping the heart of a sports- 
man 
In the fortunes of every play? 
Do you fail, or succeed, like a hero? 
How is your game today? 


Are you doing your best in the struggle, 
Whatsoever the watchers may say, 
And whatever your personal feelings? 

How is your game today? 


Are you putting the force of your 
training, 
And your strength of soul into the 
fray? 
Are you trying to better your record? 
How is your game today? 


—Clarence Edwin Flynn 


H. D. Adamy Heads 
MacDougall & Southwick 


SEATTLE, WASH.—Harry D. Adamy, 
a former leader in Pennsylvania retail 
circles, has been elected this April as 
the new president and general manager 
of the MacDougall & Southwick Co. of 
Seattle, which recently enlarged and 
improved its shoe department, as one 
of the merchandising highlights of the 
store. The new president, succeeding 
E. E. Prusso, was for a number of 
years vice-president of the Pennsyl- 
vania Retailers Association, and brings 
to the large retail shoe and department 
store outlet a background of merchan- 
dising accomplishments. Recently com- 
ing from the East, he is much impressed 
with the high plane upon which busi- 
ness rests in Seattle, he stated upon his 
election, expressing also his delight in 
becoming a part of the merchandising 
industry of this metropolis of the Pa- 
cific Northwest. 


Stichler Company Incorporated 


DetroITt, MicH.—The Stichler Shoe 
Co., Inc., was incorporated recently 
to operate the Stichler Shoe Store at 
12838 East Jefferson Avenue, which 
was opened about a year and a half 
ago. The store is operated by the 
Stichler family, with Philip K. Stichler, 
president and treasurer; Mary Stichler, 
first vice-president, secretary, and as- 
sistant-treasurer; Lawence H. Stichler, 
second vice-president and assistant-sec- 
retary; and Fred E. Stichler, a stock- 
holder. Lawrence H. Stichler, who with 
Fred E. is a son of the first two, 
formerly operated the Essex Boot Shop, 
in the same neighborhood, taking it 
over when his father, Philip K. Stichler, 
retired from active management about 
three years ago. The two sons are now 
most active in the store. 
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# Buying G 


BOOTS AND SHOES 


BOG SHOR GO HI Maw Vek CIV. onc occ cccicee cess cceseccewesctoceces F 
BROOKS SHOE MFG. CO., Philadelphia, Pa 

BROWN SHOE COMPANY, St. Louis, 

CLAPP, EDWIN, & SONS, INC., E. Weymouth, Mass 
ENDICOTT-JOHNSON CORP., Endicott, N. Y 
FLORSHEIM SHOE CO., Chicago, Ill 

GOODRICH, B. F.. COMPANY, Watertown, Mass 
GREEN SHOE MFG. CO., Boston, Mass 

GREGORY & READ CO., Lynn, Mass 

HANAN & SON, Chicago, Ill 

HOGE-MONTGOMERY CO., Frankfort, Ky 
KIRKENDALL BOOT CO., Omaha, Neb 

LUMBARD SHOE CO., Auburn, 

MANFIELD & SONS, Philadelphia, Pa 

MISHAWAKA RUBBER & WOOLEN MFG. CO., Mishawaka, Ind..... 
MRS. DAY'S IDEAL BABY SHOE CO., Danvers, Mass 
OWENS SHOE CO., Salem, Mass 

PETERS, Branch of International Shoe Co., St. Louis, Mo 
PRIMA THEATRICAL CO., Columbus, O 

ROBERTS, JOHNSON & RAND, St. Louis, Mo 

ROHN SHOE MFG. CO., Milwaukee, Wis 
SCHWARTZ & HERDER, INC., Philadelphia, Pa 
THOMPSON BROS. SHOE CO., Brockton, Mass 
VAUGHAN-TOWLE CO., Wakefield, Mass 

VITALITY SHOE COMPANY, St. Louis, Mo 


LEATHER AND OTHER MATERIALS 


AMALGAMATED LEATHER COS., Wilmington, Del 

COLONIAL TANNING CO., Boston, Mass 

EAGLE-OTTAWA LEATHER CO., Grand Haven and Whitehall, Mich 
EVANS, JOHN R., & CO., Camden, N. J 

HITEMAN LEATHER CO., West Winfield, N. Y 

HUBSCHMAN, E., & SONS, Philadelphia, Pa 

KISTLER LEATHER CO., Boston, Mass 

ee I, aig a's oc. 60 coon sesibecesceeseeccetestenecsiceecce’s 10 
PANTHER-PANCO CO., Chelsea, Mass 

RICHARD YOUNG CO., New York City 

SLATTERY BROS., Boston, Mass 

SURPASS LEATHER CO., Philadelphia, Pa 

VAN TASSEL LEATHER CO., Norwich, Conn 

ZIEGEL-EISMAN CO., Boston, Mass 


MACHINERY, LASTS, MFRS.' SUPPLIES, DRESSINGS, ETC. 


COMPO SHOE MACHINERY CORP., Boston, Mass 
EVERETT & BARRON CO., Providence, R. | 
SPAULDING FIBRE CO., No. Rochester, N. H 
UNITED LAST COMPANY, Boston, Mass 

UNITED SHOE MACHINERY CORP., Boston, Mass 


STORE EQUIPMENT AND FINDINGS 


BRANNOCK DEVICE CO., Syracuse, N. Y 
DUPONT VISCOLOID CO., New York City 
METZ DEVICE CO., Paterson, N. J 

NU-WAY SHOE STRETCHER CO., St. Louis, M 
POLLINGER, M. D., CO., St. Louis, Mo 

SHOE FORM CO., Auburn, N. 

SHOE SUNDRIES, INC., Chicago, 

WEAVCO INTERNATIONAL, INC., Chicago, III 
WIZARD COMPANY, St. Louis, Mo 


MISCELLANEOUS 


BARIS SHOE COMPANY, New York City 

BISMARCK HOTEL, Chicago, Ill 

HOTEL PICCADILLY, New York City 

IRVIN RUBIN, New York City 

KIRSCH-BLACHER CO., INC., New York City 

TECHNOPEDIC INSTITUTE, Newark, N. Jo... 2... ccc cece cece eee ee eee eee eeeeens 63 
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QUAKER CITY 
Wesenls 

















SHOES BY FOOTJOY 


ASCOT, in Kidskin, is a young man’s edition of the full brogue 


QUAKER CITY BLACK shoe, appropriate for all daytime occasions. 


FEATURE its styling—a popular English custom-type with the 
QUAKER CITY NO. 10 new rounder toe, and its leather—-Quaker City Kid—light-weight, 


flexible, comfortable for young men in action. 


UAKER CITY NO. 20 
e QUAKER CITY KID 


QUAKER CITY DIVISION 
ALLIED KID COMPANY 
519 West Huntingdon Street, - - Philadelphia, Pa. 


Vol. CIX, No. 8, BOOT AND SHOE RECORDER. published every Saturday by Chilton Company (Inec.), Chestnut and 56th Sts.. Philadelphia, Pa. Entered as second clase 
matter November 23, 1932, at the Post Office in Philadelphia under Act of March 3, 1879. Subscription price $3.00 per year. Printed in U. S. A. 
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Godb business men know that success 
results more often through satisfying 
existing public needs than through 

ro attempting to foister new ones. 


The public need for white kid shoes 
this summer should approximate a 30% 
increase over the volume demand of 
1935. Good merchandising, therefore, 
means getting the profits on shoes that 
will be most in demand during the next 
four months and knowing the real size 
of the white kid shoe business. We 
credit ourselves as being reliably informed on this 


latter point. 


Feature “THE WHITEST WHITES”.... white LEVOR 
washable kidskin .... dressiest, coolest, smartest, whitest 
and most serviceable leather for warm weather. 


Prepare your stocks and keep them alive throughout the 
summer for a 30% increase over last year! 


G.WSVOR & CO.» INC. 


Tanners 60 Years 


GLOVERSVILLE NEW YORK 
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_. Customer Approval 
1 Dealer Prosperity! 


DRAKE 
gg. From coast to coast, FOOT REST popularity grows . . . sales mount to new 
aw ° 
At peaks .. . every month shows tremendous gains. For Foot Rest has more 
NX ys ~ than the allurement of beauty . .. more than genuine comfort. It has the 





QUALITY and gives the service that bring a steady flow of repeat customers. 


Foot Rest dealers are making money today and are building for tomorrow. 
B1224—DRAKE Strap; White or 
ee 3.85 


buck; 2-inch leather heel......... 


B1222—Same design in pump; White The Foot Rest Franchise Offers You— 
Beaubuck ; 2-inch leather heel... .$3.85 zs i a ' 

B1223—Same design; White Beaubuck ; A New Line with outstanding style appeal ; 
four-eyelet tie; 2-inch leather heel. $3.85 comfort features that are orthopedically 
ee 2S oan ae sound and do what they are claimed to 


do; an advertising and sales plan that 
covers the nation; vigorous dealer support; 
a complete line of footwear, both light 
soles and Goodyear welts; established re- 
sale price; unmatched value at $6.50 to 
$7.50; attractive dealer margin. Krippen- [waa 1 y MILLION 
dorf maintain their 65-year reputation for 
greater quality, help dealers sell more shoes SALES MESSAGES 
a ee ae ee Om and build a permanent and _ profitable VOGUE - McCALL'S 
Zprhiether we ARAA oC-Atmee business. Now is the time to line up with [UMMRCQOMe Menage 
this constructive leadership. Wire or write [Beis herele meebo 
today for full detailsof Foot Rest franchise. [iAAh——n«iaeo/-hitle 


B1237—DRAKE Strap in White Kid; 
2-inch Cuban covered heel... .... ..$3.85 
AAAAtoC on allstyles. At oncedelivery. 






™,  LYNDALE 





Every Krippendorf Shoe is a Sewed & Shoe 








IKE 
Arippetldcrs 
FOOT REST To retail at Left: Oral 
e Wacre $6.50 to $7.50. heel. Right: 
B1083—White Kid; perforated through ; SS ile Slightly higher I oe fit 
1%-inch Cuban covered heel. AAA to ; a vied 
C. At once delivery ..........0+6 $3.85 Denver West. elast. 





THE KRIPPENDORF-DITTMANN COMPANY, CINCINNATI, O. 
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You Cannot Escape the “DRIVING POWER of PROGRESS” 


Progress demands that the modern shoe-fitter have as scientific fundamentals for correct, modern shoe fitting and up-to-date 
and complete a knowledge as any other professional man or successful business operation. . . . Those dealers whose names are 
woman, ... That is why the Musebeck Shoe Company is spon- written below recognize the value of progressive ideas and are 
soring the Orthopedic Institute School where shoe dealers and the leading merchants of their cities. . . . Classes are held monthly 
those interested in starting Health Spot Shoe Shops can get the at the Orthopedic Institute School. Send for complete information. 


MEMBERS OF CLASS TWO, ORTHOPEDIC INSTITUTE SCHOOL, FEBRUARY 17-22 


Yoon Chenton i “arch Gxt, Lio 


. 
A 


Se May H. Darker aD 





MUSEBECK SHOE COMPANY Danville Illinois 
C] Send copy of School 


Curriculum. Dealer’s Name 


[] Send catalog and 


te Street and Number 
price list. 





City 
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5080M 
Men’s Brown Steerbuck 
blucher, white foxing. 
crepe sole and heel, Stan- 
don Genuine Leather In- 
sole. Sizes 6/12...$1.35 


5077M 
Men’s Grey new buck 
blucher, grey foxing. 
crepe sole and heel. Stan- 
don Genuine Leather In- 
sole, Sizes 6/12....$1.35 


‘ 
A 


> - e ee 
a ~¥ Ls Saal 


ee ee eh 
<9 25538 FOR IMMEDIATE DELIVERY 


ENDICOTT - JOHNSON 
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—FRONT PAGE NEWS FOR SUMMER 


The Seasons Newest Footwear 


SENSATION! 


FEATURING 


GENUINE LEATHER INSOLES 


FOR Men and Women—Racqueteer—the 
outstanding sports shoe for the Spring 
and Summer Seasons. Men's Cream Buck blu: 


cher, perforated vamp and 
quarter, crepe sole and 


Designed for all ‘round sporting wear the _ tel. foring. | Standon 
Racqueteer is made of buck type leather ‘2 aa 
uppers which are attached to rubber soles__. ‘5. Sizes 
by a vulcanizing process—it is obtainable ~*~” ins 
in a variety of popular colors and has, as 

an extra added feature, the famous Standon 

Genuine Leather Insoles which prevent 

burning, hold shape, and insure cool com- 

fort to the feet however strenuous the 

wearer's activities may be. 


Now is the time to order Racqueteers! The 
Season is practically here and the demand 
will be great—and yes—they're IN-STOCK. 


THERES AN | 
ENOL oduct 
a 0) roc 
5078M EVERY SHOE STORE 
Men’s Brown new buek IN AMERICA 
blucher, brown foxing, 
erepe sole and heel, Stan- 
don Genuine Leather 2. 
sole. Sizes 6/12.... $!. 


ENDICOTT NY. Rework cnt 
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oe 


THE HAWTHORNE, S-632, in genuine white buckskin with brown calf trim 


THE SILENT SALESMAN 


Every time you sell a pair of Florsheims you sell more than footwear 


—you sell satisfaction. For Florsheims are so fine from the stand- 
point of materials and craftsmanship that they work for you every 
day of their long and honorable life—every pair is a Silent Salesman 
for your business. That’s why your Florsheim customers come back 
year after year—why your Florsheim volume is permanent and lasting. 
Our representatives are showing their Fall and Winter samples—one 


of them will be glad to call upon you on request. 


es 
THE FLORSHEIM SHOE 


THE FLORSHEIM SHOE COMPANY oe Manufacturers e CHICAGO 
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